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AN IMPORTANT CONCLUSION AT AN IMPORTANT TIME 


Life Underwriters tackling their jobs today with sustained effort and enthusiasm are securing results. Experience has 
brought them to the conclusion that Home Office cooperation now more than ever before is of primary importance to 


the field man. 
National Life of the U. S. of A. representatives receive practical assistance resulting in increased earning power. 
They have: 


New Guaranteed Low Cost Policy Contracts including Term Expectancy and Modified Life. 
A\ccident and Health in combination with Life. 
Total and Permanent Disability Benefit including monthly income disability and waiver of premium. 


|nterest payments (excess) on income settlements and funds left on deposit. 


Operating plans including Direct Mail circularization. 
Non-Medical. 


Awards for special campaigns and sales contests. 


Leads to live prospects. 


Liberal compensation. 
[nsurance on Juvenile lives. 
Field supervision and training. 


Elimination of policy restrictions. 


Up-to-the-minute underwriting service including sub-standard. 


Sales Preparation Course. 


Advantage of Convention Trips and Company Clubs. 
Established 1868 


NATIONAL LIFE INSURANCE COMPANY 
of the UNITED STATES OF AMERICA 


Robert D. Lay Walter E. Webb 


President Executive Vice-President 
29 South LaSalle Street, Chicago 
A Fine OLD Company for Ambitious YOUNG Men 
































The Open Road 
Ahead 


Ambitious agents of the Peoria 
Life can set their minds at ease 
about the possibilities of their 
future. Their opportunities are 
limited only by their ability and 
their willingness to put forth the 
effort necessary to win the suc- 
cess to which their talents entitle 
them. Which, by the way, is all 
that a reasonable man expects or 
an ambitious man hopes for: a 
chance to make good according 
to his capacity, the knowledge 
that his achievements will cer- 
tainly be recognized and amply 
rewarded. 

If his taste is for the produc- 
tion of a large personal business, 
the Peoria Life agent has every 
advantage. He enjoys the ut- 
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most in home office cooperation 
and support. He has policy con- 
tracts embracing every liberal 
feature of modern life insurance, 
and the widest range of pros- 
pects, including men and women 
on equal terms and children of 
any age from birth. Interesting 
campaigns and practical selling 
helps constantly stimulate and 
encourage his enthusiastic ac- 
tivity. 

Or—if his ambition is the de- 
velopment of a thriving and suc- 
cessful agency, that road, too, 
lies open before him. “All pro- 
motions from the ranks” has 
always been a fundamental prin- 
ciple with the Peoria Life. This 
is not merely a pleasant theory— 
it is a fact that the Company's 
agency supervisors and man- 
agers are Peoria Life agents 
who have come up from the 
ranks to their present positions 
of distinction and prosperity 
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How The Equitable is Advancing 
the Cause of Life Insurance 
through 
A Comprehensive and Inclusive Service 
for Agents and Policyholders 
HOME OFFICE CO-OPERATION 


Expert Field Supervision and Assistance Training Facilities: 
Comprehensive Canvassing Material Preliminary Training Course 
Weekly Agency Periodical Correspondence Course 
Personalized Letter Service Field Schools 
Policyholders Service Campaigns Specialist’s Courses 
Policyholders Change of Address Service Specialized Sales Service 
Home Office Leads for Business A Department of Conservation 
Century Clubs and Million Dollar Corps Contributory Group Insurance for Agents 
COMPLETE LIFE INSURANCE AND ANNUITIES 
An Equitable Policy for Every Need Non-Medical Insurance for Policyholders 
Special Business Insurance Material Rural Non-Medical for Non-Policyholders 
Corporate and Absolute Owner Form of Policy Disability (Income for Economic Death) 
Inheritance Tax Service Double Indemnity for Accidental Death 
Annuities— Regular Monthly Premium 
Refund Home Purchase 
Retirement Annuity Bequest Insurance 
Convertible Policy Salary Savings 
Educational Fund Agreement Insurance for Women and Minors 
Salary Continuance Agreement Sub-standard Business 
Life Income and Instalment Policies Group Life Insurance 
Guaranteed Investment Policy Group Disability 
Preliminary and Initial Term Group Accident and Health 
Economic Adjustment Policy Group Pensions 


Free Health Examination Service for Policyholders 


72 YEARS OF LIFE INSURANCE LEADERSHIP... THE FINANCIAL SERVICE OF A BILLION DOLLAR COMPAN\ 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE 


UNITED STATES 


THOMAS I. PARKINSON, PRESIDENT 


393 7th Avenue New York, N. Y. 





A Mutual Company with over Two Million Members insured for over Seven Billions 
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The Story of the Home 
Life’s New Agency Program 








Back of the new and rather unusual 
agency program of the Home Liie of New 
York is a story, packed with interest to 
anyone in the business of life insurance. 

It has its origin in the experience of 
the President of the Company, James A. 
Fulton, who started with a rate book,— 
has hired and trained agents,—and there- 
fore senses the problems of the young 
man ambitious to build an agericy. 

Mr. Fulton realized that there were 
countless young men of intelligence and 
ambition, coming into our business each 
year, who, if they could be brought into 
general agency work, would be a real fac- 
tor in the growth of any Company. 


The Average Man 


It was not the unusual man that he was 
thinking of,—the man with a genius for 
agency building, or the man with large 
financial resources. It was the average in- 
telligent, ambitious young man. There are 
more of them than there are of the genius 
type. The growth of the Company that 
could find a way to utilize in agency devel- 
opment this great group of men was as- 
sured. It was therefore quite a legitimately 
selfish motive which prompted the Home 
Life to find the best way to make use of 
this group. On top of this legitimately 
selfish motive there was the genuine inter- 
est in the progress of ambitious young men 
which permeates the Home Life and which 
has caused it to become known as “A Com- 
pany of Opportunity.” 

The Basie Questions 


What were the definite causes that pre- 
vented these young men from starting their 
own general agencies and carrying them 
forward to the kind of success which is 
profitable both to the General Agent and 
the Company? Could these causes be re- 
moved, and if so, how? These were the 
questions which the Home Life asked itself. ] 

Its present unique agency program is its 
answer to those questions. 

Here are some of the factors which 
have entered into these questions and 
answers :— 

First it was obvious that many of the 
young men in question are located in great 
cities. They have made a success of selling 
life insurance. They have the aptitude for 
and are ready and anxious to go on to 
agency work,—but agencies are not avail- 
able. They ordinarily have the choice of 
uprooting themselves and going to some 
small place,—totally different from any- 
thing they are familiar with—or not going 
into agency work at all. 

Unique Agency Program 

The first thing, therefore, that the Home 
Life did was to adopt the multiple agency 
system in the three largest cities of the 
country,—New York, Chicago and Phila- 


The man living and working for the 
Company in one of these centers need no 
longer look afield-for his agency oppor- 
tunity. When he is ready for it, it is 
ready for him in his home city. 

The next thing, however, that stood in 
the way was the cost of setting up an 
agency in a great city. Premiums must 
be collected. Many details must be carried 
out. This normally required a rather elabo- 
rate organization which was expensive to 
set up and operate. It therefore made 
quick results necessary,—the hiring of a 
large group of men and getting them into 
production rapidly. 

Handicaps Overcome 

This meant the practical abandonment of 
any personal production. From the stand- 
point of income and quite as much from 
the standpoint of effectiveness, the Home 
Life did not believe that the sudden cessa- 


things. Here again the questions were 
asked :—What are the things which pre- 
vent agencies from becoming successful? 


What are the things which tend to stop 
their further development after they have 


reached a certain point? A consideration 
of these questions seemed to indicate that 
ir two particulars the business of life in- 
surance had tended to become unnecessarily 
complicated. 

The Home Life has met this situation 
with plans, the keynote of which is sim- 
plicity and economy. 

In the first place there seemed to be 
many things of a clerical or semi-clerical 
nature which were being done in the agency 
but which could be done more effectively 
in the Home Office. The General Agent 
s not primarily an office administrator. The 
supervision of detail is foreign to him. It 
distracts his attention from his principal 
job, which is getting men and getting 
business. 

Freed of Details 

The Home Life plan, therefore, calls for 

the freeing of the agency from all possible 





detail. The work which must be done in 








This story, which was around the Company’s advertise- 
ment, “The Essential Factors in the Home Life Agency Pro- 
gram”, created such unusual and widespread interest that it 1s 
being repeated. The specific 
advertisement referred to will be sent to anyone on request. 


information that was in the 








tion of personal production and the devo- 
tion of all the time to agency activities 
were in many instances wise or practical. 
Its answer to this problem was central 
collection offices in the three cities men- 
tioned. Practically all office detail was 
taken out of the agency. This meant that 
the set-up could be a modest and inexpen- 
sive one. It meant that the new General 
Agent could devote all his time to the se- 
curing of business and hiring and training 
men. It meant that the building of organi- 
zation could be slower and _ probably 
sounder. It meant that the transition from 
personal production to agency activity could 
be gradual, which is advantageous both 
from a financial standpoint and the stand- 
point of effectiveness. 
All Will Benefit 

We would not want anyone to get the 
impression that the Home Life’s plan af- 
fects only these three great cities. The 
same principles have been applied to its 
whole situation and affect the man in the 
smaller city quite as fully as in the great 
centers of population, where first adopted. 
Starting an agency is, of course, the 
small part of it. Making it successful and 
carrying it forward year by year to new 





delphia. 





levels of production are the most important 


the agency is simple and can be handled 
by any reasonably intelligent subordinate. 
The General Agent can devote his entire 
time, thought and energy to his real job. 

At the same time there seems to be a 
tendency to do a group of things in the 
Home Office, in whole or in part, which 
could be done more effectivély in the 
agency. The Home Life’s plan calls for 
the centralizing of practically all sales ac- 
tivity in the agency. It believes that many 
well meaning attempts on the part of a 
Company to assist in the hiring and train- 
ing of men have resulted in slowing up 
the process rather than in accelerating it. 


Balanced Allocation 


The Home Life makes no attempt, there- 
fore, to hire, train or manage the General 
Agent’s soliciting agents for him. It con- 
fines itself to furnishing sales plans,— 
passing on to the General Agent the sound- 
est ideas in agency management and 
through the General Agent to the agent, 
the newest and best in sales development. 
Responsibility and authority for agency 
management are, however, centralized in 
the General Agent. 

As a result of this simplification and 
centralization of activities and the econo- 








mies which they made possible, the Home 
Life was in a position to help meet the 
next two problems in the development of 
an agency. 

The first of these factors that seemed 
to militate against this development was 
the element of fear and uncertainty which 
the system of forfeitable renewals intro. 
duced into the General Agent’s scheme of 
things. The greater part of a General 
Agent’s compensation is tied up in future 
renewal commissions and yet, through no 
fault of his own, a substantial part of those 
renewal commissions might be wiped out 
at a moment’s notice. 


Benefits Resulting 


The next step in the Home Life plan 
therefore, was vested renewals. 
feitures—no deductions, 


No for- 
eithe. for the 
General Agent or for the Soliciting Agent 
Once he has made a start and has done a 
reasonable volume of business, he can go 
forward with the assurance that what he 
creates is his, regardless oi future cir- 
cumstances. 

The next thing that seemed to stand in 
the path of steady progress, after an agency 
had gotten started, was the lack of ayail- 
able funds to vigorously carry forward 
new development. 

Under the Home Life’s expense formula, 
this problem is solved. Automatically in 
new agencies and in old agencies, funds 
are made available for the expenses neces- 
sary in the hiring and training of new 
men. Automatically, worth-while activity 
along this line creates the money necessary 
to make possible its continuance. This does 
not mean that in the aggregate the Home 
Life is spending more than other good 
companies. It is a question of a different 


allocation of expenditures. 


Appealing Picture 


The picture presented by the Home 
Life’s agency program to the ambitious 
young man entering the business of life 
insurance is an appealing one. 

First,—a purely mutual company whose 
name for seventy-one years has been syn- 
onomous with high ideals and impregnable 
strength. 

Second,—an equipment of saleable con- 
tracts meeting every modern need. 

Third —a group of General Agents and 
Managers, heartily in accord with the 
Company’s plans and sympathetic with the 
ambitions of the young man. The Home 
Life General Agent is committed to the 
policy of pushing his men forward and 
not holding them back. 

Fourth—a well thought out plan, é& 
liberately designed to give to the average 
ambitious and capable young man the maxi- 
mum in opportunity at the earliest prac 
tical time. 


——— 
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Union Central Is 
in Retrenchment 
Dividends Reduced 50 Percent and 


Company to Quit Income 
Disability 





PRESIDENT CLARK’S VIEW 





Directors Also Set Total Interest Rate 
at 4% Percent to Stabilize 
Surplus Growth 





Declaring its belief that life insurance 
companies should maintain larger ratios 
of surplus now than has been necessary 
during normal times, the board of direc- 
tors of the Union Central of Cincinnati 
has taken decisive steps toward that 


end. 

President Jesse R. Clark, Jr., an- 
nounces that in line with the conserva- 
tive financial policy of the Union Cen- 
tral the directors (1) have withdrawn 
the annuity disability clause from the 
rate book, effective Oct. 31, while re- 
taining the waiver of premium disabil- 
ity clause in its present form; (2) fixed 
1932 interest rate paid on policy pro- 
ceeds and dividends on deposit at a 
total of 4% percent and, (3) appro- 
priated dividends for 1932 with a hori- 
zontal reduction of 50 percent from the 
schedule previously in effect. 


President’s Statement 


In a comprehensive statement dis- 
tributed to the field force, President 
Clark outlined the steps taken by the 
board, and sounded an optimistic note 
over the general outlook, despite the 
restrictive steps made advisable by 
present business conditions. He voiced 
faith in the general mortgage situation 
and gave the agents food for cheer when 
he disclosed that despite the most sus- 
tained financial depression in the na- 
tion’s history, only a negligible per- 
centage of the Union Central’s mort- 
gage holdings under foreclosure were 
failing to bring in attractive revenue. 

He cited the company’s ultra-con- 
servative method of valuing foreclosed 
Properties as evidence that such lands 
as are held are of substantial value, and 
declared that “the farm loan at the pres- 
ent time represents perhaps the bright- 
est future of any form of long term in- 
vestment.” President Clark’s  state- 
ment in full follows: 


Comments on Situation 


“The year 1931 has been one of busi- 
ness uncertainty. Attention has been 
focused as never before on life insur- 
ance because of its outstanding char- 
acteristics of safety and stability. A 
major guarantee of this safety and sta- 
bility is the amount of surplus funds 
untalned by life insurance compa- 

“During the last few years the nor- 
mal rate of growth of life insurance sur- 
ery has been retarded. Mortality has 

d a tendency to climb. Disability has 
(CONTINUED ON PAGE 13) 


Take Action 


on Disability 





Survey of the Life Insurance Field, Showing What Steps 
Companies Are Taking with Regard to the Total 
and Permanent Clause 





A survey by THe NationaL- UNDER- 
WRITER this week of companies’ attitude 
on disability discloses eight more com- 
panies—at least—which have decided to 
discontinue the disability income clause, 
outright or within a short time. 

It now appears that the action started 
by the Metropolitan Life and doubly 
seconded by the Travelers and Mutual 
Life of New York, may well within a 
few days take on the aspects of a rout. 


Eight Companies Quitting 


The eight companies, with effective 
dates (all will continue waiver of pre- 
mium) are: 

Union Central, Oct. 31. 

Cedar Rapids Life, Oct. 19. 

Business Men’s Assurance, 
City, Dec. 31. 

United Life & Accident, Concord, N. 
H., Nov. 1. 

Standard Life, Pittsburgh, Nov. 1. 

Kansas Life, Oct. 17; new premium 
waiver rider and rates to be issued 


Kansas 


an, 1. 
United of Chicago. 
Union Mutual, Des Moines, Nov. 1. 


Travelers Reinsurance Plan 


The Travelers also is ceasing to offer 
disability reinsurance facilities, and it is 
understood most of its obligatory rein- 
surance contracts on this cover are can- 
cellable on 90 days’ notice. Premium 
Waiver reinsurance will not be handled 
unless there is a six months’ waiting 
period in the clause of the originating 
company and the rate is substantially 
advanced. The Travelers as well will 
refuse premium waiver insurance from 
companies which continue to sell in- 
come disability. 


Two Objects of Survey 


THE NATIONAL UNDERWRITER’S survey 
had two objectives, to ascertain not only 
those companies which are making 
changes, but also those which plan such 
changes, and in case of the latter, about 
when such changes will take place. 

President J. R. Clark, Jr., of the 
Union Central said disability has been a 
source of increasing loss, and with other 
factors it served to retard the normal 
rate of growth of surplus. He said the 
Union Central officers and directors be- 
lieve that a larger ratio of surplus should 
be maintained now than has been ne- 
cessary in normal times. 

Vice-president J. G. Sigmund of the 
Cedar Rapids Life stated waiver of pre- 
mium hereafter will be written only on 
standard risks. The decision to quit in- 
come disability, he said, was reached 
after careful study of the company’s 
experience and that of other companies 
over a period of years. He pointed out 
that several companies have taken this 
action and that sentiment expressed at 
the recent meeting of the American Life 
Convention at Pittsburgh against income 
disability indicated practically all other 





companies are ready to take similar 


action. ; 
“Those few companies which will con- 


tinue to write this clause will make such 
radical changes that it will render the 
feature difficult to sell,” he commented. 
“We have been selling so little of this 
income disability since we adopted our 
new waiver of premium clause that we 
feel sure our field force will not feel the 
loss of the unprofitable and sometimes 
very annoying income disability feature.” 


Business Men’s Assurance 


The announcement of the Business 
Men’s Assurance states that the ques- 
tion whether there will be any change 
in rates on such waiver of premium has 
not been decided yet. “The company's 
experience,” it was stated, “has not been 
particularly unfavorable to date on in- 
come disability, but we are convinced 
by the experience of other companies 
that with the increasing age of this 
business experience is likely to become 
unfavorable, eventually. We prefer to 
take the same steps other companies 
have taken to avoid possible future 
losses.” 


Explains United’s Action 


The United Life & Accident of Con- 
cord states: “This action has been 
found expedient following a long and 
careful study of the entire situation and 
the action of other companies in this 
matter. We are convinced that the re- 
strictions which of necessity would be 
imposed on this feature, the substantial 
increase in rates which would be re- 
quired, and the stringent limitation as 
to eligibility, would result in so much 
confusion and disappointment that a 
continuance of this income disability 
provision is not justified.” 

The following companies plan to 
make changes in their present disability 
coverages: Alamo of Texas, Conserva- 
tive of West Virginia, Cornbelt of Ne- 
braska, Guaranteed Securities of To- 
peka, Kentucky Central Life & Accident, 
National Equity of Little Rock, Na- 
tional Progressive of Omaha, Security 

(CONTINUED ON PAGE 15) 








Equitable Is Expected to 
Make Announcement Soon 





NEW YORK, Oct. 22.—lIt is 
definitely understood that the 
Equitable Life of New York will 
have an announcemnet to make 
on disability in a day or two. 
Whether the company will mod- 
ify its rates and provisions to con- 
form with proposals of recent ac- 
tuarial meetings here or whether 
it will follow the course of the 
Metropolitan, Travelers, and Mu- 
tual Life of New York and go 
back to simple waiver was not di- 
vulged. The company has been 
reported as ates the continu- 
ance of income disability with 
some modifications, 














Investment Field 
Is Biggest Factor 


Life Insurance Production Men 


Declare This Feature Has 
Big Appeal 


PEOPLE DESIRE SAFETY 


Have Lost Confidence in Banks and Are 
Sick and Tired of Stock 
Market 


By R. B. MITCHELL 

NEW YORK, Oct. 22.—While no 
company is neglecting any item in its 
bag of production arguments, the invest- 
ment feature of life insurance is getting 
the biggest share of attention in most 
of the fall campaigns for new business. 

The popular distrust of almost every 
form of investment except life insurance 
makes the investment appeal of insur- 
ance especially attractive. The public, 
however, is so used to thinking of life 
insurance as merely a death benefit or 
a means of enforced saving that requires 


a good deal of selling to show that it 
is really an investment of the first order. 


Buying the Investment Contract 


Most people do not know that many 
life companies have been flooded with 
money trom wealthy persons putting 
money into the purely investment type 
of contract. While some companies have 
curtailed or discontinued these forms 
there are still other forms which are 
even more suitable for the person of 
average means. 

That the public wants something safer 
even than a savings bank is indicated 
by figures on postal savings deposits, 
which rose $41,288,000 last month, es- 
tablishing a new record of $449,606,000 
on deposit. These deposits pay a return 
of only 2 percent. Nevertheless, a post 
office official said that if the limit for 
individual depositors were raised from 
the maximum of $2,500 the total depos- 
its would undoubtedly be much higher 
than at present. 


Many Are Hoarding Money 


There is also a section of the populace 
which believes even postal savings are 
not sufficiently secure and prefers to 
hoard its money at home. A New York 
bank president recently estimated that 
the amount of money out of circulation 
on this account amounted to $800,000,- 
000, or nearly twice as much as the 
total postal savings deposits. 

Day, prominent New York real- 
tor, recently had concrete evidence of 
this situation. He said that in a land 
sale recently held in Long Island be- 
tween 10 and 20 percent of the $530,000 
that was paid was in bills of large de- 
nominations which had been out of cir- 
culation a year or more, “indicating that 
the money came from sugar bowls or 
from under mattresses or from safe de- 
posit boxes.” 

(CONTINUED ON PAGE 13) 
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Small Town Agent’s View 
on Disability Coverage 





Hatler Johnson, agent of the Reliance 
Life at Paintsville, Ky., a hard working 
agent, who has been in the business nine 
years, writes THe NATIONAL UNDERWRITER 
giving some views of a man out on the 
firing line on disability. He has always 
made one of the Reliance Life agency 
clubs. He works in country territory. 
He rides a horse or a mule on his solicit- 
ing trips, does his own work, gets up 
sales letters and looks after his re- 
newals. His renewals, by the way, run 
from 80 to 95 percent. ‘Therefore he is 
entitled to a voice in the great disability 
forum. 

Intensely Interested in the Subject 


Mr. Johnson says that he has read 
religiously the contributions and discus- 
sions in THe NatioNAL UNDERWRITER 
about disability insurance with keener 
interest than anything else appearing in 
the paper because this is an issue that 
affects his business and every man carry- 
ing a rate book. He thinks that most of 
the contributions and observations have 
been antagonistic towards the disability 
clause. Company officials and many of 
the large producers have joined in the 
chorus. Mr. Johnson terms himself a 
“clod hopping agent.” He takes the 
position that the people need disability 
coverage and that agents demand this 
provision for their clients. He thinks it 
is up to the companies to provide this 
indemnity. 

Many Contributions Academic 


Many of the thoughts on the subject, 
he believes, are academic, written by 
those who sit in cloistered retreats, 
some coming from editors who never 
wrote any life insurance or if they did, 
were in the field before disability cover- 
age was in vogue. Insurance now has 
established itself universally in the 
minds of the people as a service that 
cannot be dispensed with, adds Mr. 
Johnson. It is established in such a 
way as to render a practical service to 
those who are living whose income has 
been cut off by disability. Continuing 
Mr. Johnson said: 

Demand for the Coverage 


“Try to sell the average man a policy 
for $5,000 without disability income and 
he will say, ‘I would like to have it but 
I might become disabled and lose all I 
put into it.’ I want to tell you that every 
man fears disability and old age de- 
pendence more than any of the dark 
shadows that loom up before him. Then 
a lot of editors and company officials 
say, ‘Why not just premium waiver that 
does not require any thought or effect 
arid we can sit back in our easy ‘chairs 
and not have a single fear? Well, I 





Retirement Annuity 
Sales Plan Is Given 


Here’s a tip for closing retire- 
ment annuity business and getting 
cash with the application as 
worked out by H. A. Slifer of the 
home office agency of the Lincoln 
National. After the interview has 
been made, Mr. Slifer insists on 
cash with the application to drive 
home in the buyer’s mind the dif- 
ference between an annuity and 
life insurance. He draws the 
-parallel.of a bank account and an 
annuity. Neither can be started 
or be effective until some cash has 
been deposited. Mr. Slifer has 





been extremely successful in start- 
- ing immediate payments on instal- 
_™ment retirement annuities by this 
method. He ranks eighth among 
the entire sales force of his com- 
pany in the sale of this class of 
business. 














ask all such how they would like to be 
Mr. Average Man disabled and living oft 
premiuit! waiver? Waiver of premium 
does not assuage the fear of disability, 
neither does if im any sense meet the 
needs of disability. Waiver of premium 
does not assuage the fear of old age 
dependence. 
Disability I¢ Vital Part of Contract 


“If a man is capable of living without 
an income he is capable of living wi 
out life insurance, so reasons the great 
majority who labor for half a century 
to spend five to ten years of meager 
leisure before passing on. Say that a 
man secures a $10,000 policy, owns it 
for several years and allen from a long 
siege of total disability. Although he 
has no premium to pay, he finds him- 
self forced to borrow from his reserve 
to such an extent that the policy will to 
all practical purposes and extent lapse, 
becoming a miserable piece of paper, 
with the interest eating up the increas- 
ing reserve each year, not worth much 
more than the match it takes to burn it 
when finally he passes on to his reward. 
A great insurance service that would be. 
May the day never come when all of 
the companies fall backward to such an 








impasse from the magnificent, lofty 
heights of service to which they have 
lifted themselves during the last 15 
years. 

Should Retreat From Old Methods 


“T do not think that any one can suc- 
cessfully deny the seriousness of the 
disability question—but how quickly it 
can be remedied depends upon how 
quickly adequate rates can be estab- 
lished. Adequate rates can not be estab- 
lished by pursuing the old method of 
procuring business, the method in use 
from 1920 to 1930 by most of the old 
established large companies. They like 
most every one else thought that pros- 
perity had come to stay and that their 
large special funds permitted them to 
render the most elite service to every 
one regardless of his physical condition. 
There was a general feeling that volume 
was the foundation, the walls, and the 
roof of the building, and that the most 
liberal disability construction was the 
finish and the ornament. 


Practices Were Wide Open 


“Think of the foolishness of writing 
retroactive coverage on what was called 
the increasing benefit plan — begging 
crooks to join—insisting that those par- 
tially disabled remain disabled for a 
term of years in order to receive the in- 
creased benefit — extending medical 
bridges across streams of disease in 
order to take on those persons who 
would not give the snap of their little 
finger for life insurance if they only had 
good health. Now, since the cost of 
their gross indiscretion has begun to 
ooze out of the structure like rosin from 
a heated pine log some of the companies 
that formerly have boasted of their 
prowess in the field of protection and 
originality, and that should be leaders 
are trying to be trailers and contend 
that all they should do is to lay the 
foundation and let the people build the 
walls and put on the roof. 


People Willing to Pay the Price 


“Both parties mutually agree to leave 
off all lights, finish, and ornaments and 
live simple, placid lives and be content 
without an income during total and per- 
manent disability. I suggest that per- 
haps a few little holes could be made 
to reach down under the structure for a 
burial ground for those becoming dis- 
abled so that they could drag off down 
beneath like sick rats to curl and die 
during disability so that they would not 
take up any time and concern of those 





well and living. 
“The people want disability coverage, 





Heads Lamar Life 


























JESSE BOUNDS 


Jesse Bounds has been elected presi- 
dent of the Lamar Life to fill the va- 
cancy caused by the death of President 
C. W. Welty. Mr. Bounds, prominent 
Mobile, Ala., lumberman, was one of 
the founders of the company and has 
been a director for 25 years. 








L. C. Ashton President 


Management Association 





L. C. Ashton, vice-president and sec- 
retary Provident Mutual Life, was 
elected president of the Life Office Man- 
agement Association at its annual con- 
vention in Toronto. G. W. Skilton, 
comptroller Connecticut General, was 
elected vice-president. F. L. Rowland, 
secretary Lincoln National Life was re- 
elected secretary. R. W. Laub, statis- 
tician Franklin Life, is treasurer. The 
new directors are W. P. Barker, Jr., 
assistant actuary Connecticut Mutual; 
H. H. Jackson, actuary National 
Life of Vermont; W. D. Holt, assistant 
secretary Provident Mutual; John F. 
Ruehlmann, vice-president Western & 
Southern; J. R. Sykes, vice-president 
and comptroller Fidelity Mutual. The 
hold over directors are A. A. Rydgren, 
vice-president Continental American; B. 
J. Perry, vice-president Massachusetts 
Mutual; J. H. Domelle, secretary Can- 
ada Life and E. E. Reid, managing di- 
rector London Life. 

A. Pequegnat, assistant general 
manager Mutual Life of Canada, in a 
talk on home office statistical and op- 
erating reports, declared that there are 
over 7,000,000 policyholders in the 
United States and Canada who should 
be encouraged to take an interest in the 
financial position of the companies. Fi- 
nancial institutions more and more are 
simplifying their statements, freeing 
them of technical verbiage so that the 
wayfarer can understand. 


President C. F. Dickinson 
Is Out on the Firing Line 





A company president who is watching 
every move of his organization both at 
the home office and the field is Presi- 
dent C. F. Dickinson of the Interstate 
Reserve Life of Chicago. Mr. Dickinson 
gets out on the firing line, stimulating 
agents, talking with policyholders, help- 
ing the men in every possible way. He 
is very much interested in keeping busi- 
ness on the books. Lapses constitute 
one of the big problems for life insur- 
ance these days. Mr. Dickinson con- 
ducts his business on a conservative ba- 





(CONTINUED ON PAGE 23) 





sis and now has a fine volume in force. 


Non-Can Carriers 
Are in Quandary 





Retirement of Life Companies 
from Disability Clause Forces 
Important Decision 


EXPECT FLOOD OF APpPs 





Complete Rewriting of Contract with 
Many Restrictions to Fill Gap 
Seems Necessary 





Most American life insurance com- 
panies are expected to retire from the 
disability income ficid by Jan. 1 1m fine 
with precedent set by the Metropolitan 
Life, Travelers and Mutual Life. 

However, this decision by no means 
will end the problem. First, for some 20 
years life agents have educated the pub- 
lic to become disability-conscious, and 
the reaction very likely will be an in- 
creased demand in iftverse proportion to 
the narrowing of the market. 


Expect Some to Continue 


Some smaller companies it is consid- 
ered certain will continue disability in- 
come. The general thought is that 
these companies will be placed on the 
defensive as a result. Competing agents 
connected with companies which have 
quit this field will be able to point out 
that many of the most important life 
companies consider it too dangerous a 
coverage to continue and the prospect's 
conclusions in view of such an aligning 
of strength easily may be anticipated. 

Accident and health companies writ- 
ing non-cancellable policies are in al- 
most as much of a quandary over what 
to do about the large demand for ther 
cover to take the place of the disability 
income clause on life insurance as are 
those life companies which have not yet 
come to a conclusion about quitting 
the clause. 

The non-can companies have received 
many letters and personal visits from 
agents, general agents and miamagers, 
and there even have been some signili- 
cant inquiries from life home offices. 


Reinsurance Sought 


One or two accident companies have 
been approached by life companies as 
to their willingness to grant automatic 
reinsurance on disability. It is said 
however that no arrangements have 
been effected. Casualty men are dis 
posed to proceed with extreme caution 
in this field, for their experience over 
many years parallels that of life com- 
panies. 

The trouble is that non-can in the past 
has been an expensive experiment and 
there are only about six companies that 
write it in any volume. 

Undoubtedly a non-can policy for use 
to replace the disability income clause 
in connection with life insurance must 
be completely rewritten to fit the spe 
cial needs and hazards. One thought 3s 
to have a two-year non-can contract 
which can not be canceled by the com- 
pany before a certain age, possibly 60, 
unless a claim has arisen and indemnity 
has been paid for two years.. The ten- 
tative thought is that this might sell 
for $40 or $50 per $100 a month in- 
demnity. 

It is probably true that quite a num- 
ber of life companies will answer the 
problem of demand for disability income 
through their accident and health char- 
ters now in force. Such companies as 
the Travelers through their accident de- 
partments might write the clause im 4 
combination contract with life insurance, 
Or as a supplementary contract. It is 








(CONTINUED ON PAGE 12) 
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October 23, 1931 LIFE 


Veterans Appear 
on This Program 
Presidents Association An- 


nounces Speakers for Its 
Annual Meeting 


Life 





SENATOR CAPPER TO TALK 


Presidents Ecker, Metropolitan; Buck- 
ner, New York Life, and Welch, 
Phoenix Mutual, Featured 


NEW YORK, Oct. 22.—Names asso- 
ciated with long and distinguished serv- 
ice to life insurance appear on the sil- 
yer anniversary program of the Asso- 
ciation of Life Insurance Presidents. 
Among the veteran life leaders who are 
scheduled to address the meeting at the 
Hotel Astor, New York City, Dec. 10-11, 
are three who have been connected with 
the business for approximately half a 
century. One of these, T. A. Buckner, 
president New York Life, was a mem- 
ber of the association’s original execu- 
tive committee appointed in 1907. Mr. 
Buckner, who has had 51 years’ serv- 
ice with the New York Life, will speak 
on “A Retrospect of Fifty Years.” | 

F. H. Ecker, president Metropolitan 
Life who will be chairman of the con- 
vention, will introduce the theme of the 
meeting “Progress Through Self-Reli- 
ance—The American Plan.” Mr, Ecker 
has been with the Metropolitan Life for 
more than 48 years. — 

A. A. Welch, president Phoenix Mu- 
tual Life, who has been in the business 
49 years, will speak on “A Review and 
Pre-view by an Actuary-Executive.” 

The company which took the initia- 
tive in founding the association, Equit- 

able Life of New York, will be repre- 
sented by President T. I. Parkinson, 
who will discuss the achievements of the 
field representatives of life companies 
under the topic “Selling Self-Reliance.” 
A feature of the preliminary announce- 
ment of topics and speakers, is a fac- 
simile of the letter transmitted on De- 
cember 3, 1906, by Paul Morton, then 
president of the Equitable Life, to life 
companies, suggesting the organization 
of the association. 

(CONTINUED ON PAGE 24) 








Upward Trend Seen 
in Life Insurance 


INSU RANCE E EDITION 











During September 








HARTFORD, Oct. 22.—Sales of ordi- 
nary life insurance in September showed 
an upward trend which was revealed ina 
August according to the Life Insur- 
ance Sales Research Bureau, which calls 
attention to the fact that this is the sec- 
ond month in succession that figures for 
the month have indicated improvement 
over the average of the preceding 
months of the year. Production figures 
for September record a loss of 11 per- 
cent when compared with September 
last year. This is a smaller decrease 
than figures for the first eight mouths 
of 1931, when sales were 16 percent 
below life insurance sales for the same 


preiod of 1930. This improveinent im 
conditions is country wide, although 
September figures indicate that the 


eastern states are experiencing the best 
conditions for sales. 


Massey Wilson Freed of 
Charges at Kansas City 


Two charges of false pretense against 
Massey Wilson of St. Louis, Mo., presi- 
dent of the Insurance Investment Com- 
pany, in connection with the transfer 
of stocks of the United States Reserve 
Insurance Corporation and the Reserve 
Corporation, a holding concern, were 
dismissed in the Jackson county circuit 
court at Kansas City, Mo., Oct. 19. As- 
sistant Prosecuting Attorney Hill stated 
that the indictments should never have 
been voted against Wilson by the grand 
jury. He characterized the charges as 
ridiculous. 

Two indictments were voted by the 
Jackson county grand jury on May 9, 
1931, against Mr. Wilson and E. W. 
Merritt. The charges grew out of the 
reinsurance of the United States Reserve 
Insurance by the Federal Reserve Life, 
of Kansas City, Kan. The indictments 
charged that the value of stock in the 
Reserve Corporation had been misrepre- 
sented in trading it for stock of the 
United States Reserve. 


Ireland on Western Trip 


Vice-President Stephen Ireland of the 
State Mutual Life is on a three weeks’ 
trip, during which he will visit agencies 
in Pittsburgh, Chicago, Cleveland and 
Detroit. 








Insurance It ‘Intelligentsia 
Have Lost Their Cunning 





Walter E. Webb, executive vice-presi- | should be 


dent National Life U. S. A., declares 
that the highbrow era of life insurance 
development is fading in the distance. 
He said that in 1929 it seemed to be the 
common talk that agents must be mem- 
bers of the “commercially cultured in- 
telligentsia.” Mr. Webb pays his re- 
spects to the so-called educational 
method in life insurance. He declares 
that these high sounding schemes will 
accomplish nothing in themselves. In 


speaking to the field staff Mr. Webb 
says: 

We hear many people say that the 
stock market in 1929 went “hay wire.” 


Nothing could be farther from the truth. 
The stock market is just that—a place 
where individual holders of stock in cor- 
porations doing all kinds of business 


may find a market for their stocks—a 
place where they can be bought and 
sold. The price of sale and purchase is 


determined by public sentiment, and 
public sentiment is determined by the 
business of the institutions whose stock 
is listed and general business conditions, 


real and fancied. People and business 
went awry—the stock market was 
merely the theater of action. 


Steck Prices Out 


While it did not influence us at the 
time, it was plainly evident that stock 
prices were all out of line with actual 
earnings, to say nothing of anticipated 
earnings. In other words, people no 
longer kept their feet on the ground but 
were floating on commercial clouds, 
which they thought to be a higher level 
of “terra firma.” The clouds of a ficti- 
tious and unwarranted prosperity evap- 
orated and the people came down to 
earth. Not right away, but by now most 
of them have arrived back on the old 
“terra firma.” Up to the early part of 
1929, 
had entered a 
prompted entirely by the fact that we 
had gone higher in the last inflation; 
and subsequent events again proved the 
old theory that the “bigger they are, the 
harder they fall.” 


“New Era” and the Life Insurance Man 


of Line 


‘new era.” 


The life insurance business was no ex- 
ception. It became common talk along 
in 1929 that life underwriters must be 
members of the commercially cultured 
intelligentsia. A man had to have a lot 
of education and training before he 





it was popular to figure that we | 
The idea was | 


permitted to step inside a 
Not so much was said 
about just how he was to get inside, 
but a great deal was said about what 
he should do after he arrived there, if 
he made it all over the coun- 
try were common with many companies. 
“Educators” were almost master minds 
in agency development. Just as hard 
working real estate dealers were re- 
placed by elevated “realtors,” the term 
“life insurance representative” became 
distasteful and men had to be referred 
“qualified life underwriter,” etc. 


prospect’s door. 


“Schools” 


to as 
Program Idea Is Developed 


Some of us who failed of much educa- 
tion and started out with a rate book 
and a few application blanks, with the 
hope of borrowing $10 from the general 
agent at the end of the week, felt our- 
selves considered to be somewhat in the 
discard. We “belonged to another gen- 
eration,” one which would no longer 
click in the “new era” of life underwrit- 
ing, where technicians took hold of a 
man’s estate, figuratively and sometimes 
literally, cut it up like a block house, 
and put it together again just the way 


the technicians would like to have it, 
and showed the man how much better 
off he would be after he was dead if he 


did things differently from what he him- 
self had in mind. We had “programs” 
showing a rational arrangement of life 
insurance and a method of purchase and 
an order of purchase. These would sat- 
isfy any man with an income of $10,000 
a year that he should be putting $9,000 


of it into life insurance in order that 
his family would be well fixed after he 
was dead, provided they did not starve 


to death while he was paying the pre- 
miums in the meantime. 

We heard lots of talk about agencies 
with individual producers of $300,000 per 
producer! Agencies were to be made up 
only of men of the higher levels. An 
agency that did not do $4,000,000 of 
business a year was unprofitable! Mem- 


| bers of the old guard who had served 


their companies for many years were 
regarded as vermiform appendices and 
learned that agency operations were a 
surgical matter under some conditions. 

There is now every indication that 
the highbrow “era” of life agency de- 
velopment is fading into the distance, 
and as we gain perspective we see it as 

(CONTINUED ON PAGE 24) 





OUTSIDE SPEAKERS AT MEETING OF LIFE PRESIDENTS 





ARTHUR CAPPER 
t Topeka, Kan. 
nited States Senator from Kansas 


MAJ. WILLIAM DUNCAN HERRIDGE 
Washington, D. C. 
Canadian Minister to the United States 

(Kaiden-Keystone Photo) 


BANCROFT GHERARDI 
Vice-President American Telephone & 
Telegraph Co. 





DR. ROBERT GORDON SPROUL 
President University of California 
(Boye Studios) 
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Ohio National Life Takes 
Over Omaha Life Business 


IN FRANCE 


HAS = $115,000,000 


Gives the Cincinnati Company a Firmer 
Hold in the Territory Beyond 
the Mississippi 


OMAHA, Oct. 22.—The Ohio Na- 
tional Life has reinsured the Omaha 
Life subject to the approval of the Ohio 
commission, which undoubtedly will be 
favorable. The Omaha Life has $16,- 
500,000 in force and this gives the Ohio 
National total of $115,000,000 insurance 
and assets of $18,000,000. The purchase 
of this business will not affect the sur- 
plus of the Ohio National. President 
T. W. Appleby negotiated the deal. He 
and Mrs. Appleby are on a vacation in 
the Ozarks at Greenfield, Mo. Actuary 
. H. Evans and some of his staff are 
still here going over the records. 


Omaha Life Statement 


The Omaha Life as of Jan. 1 had as- 
sets $2,665,496, capital $150,000 and net 
surplus $73,034. Its insurance in force 
at that time was $16,460,982. It started 
in business Feb, 3, 1916, as a mutual 
legal reserve company. In 1918 it 
changed to a stock company. During 
the last six years it has paid 5 percent 
dividends to stockholders. E. M. Searle, 
Jr., is president; W. E. McCandless, 
vice-president and superintendent of 
agencies and E. orrell, secretary 
and treasurer. It is licensed in Colorado, 


Iowa, Kansas, Missouri, Nebraska, 
Wyoming and Texas. The Ohio Na- 
tional reinsured some time ago the 


American Old Line of Chicago, which 
also had its home office prior to that in 
Omaha. This will give it an extensive 
business in the trans-Mississippi field. 
The Omaha Life during the last few 
years has written about $2,500,000 of 
business annually. 


Company Was Going Backward 


The Omaha Life for the past three 
years has shown a decrease of insurance 
in force. Jan. 1, 1927 it had $18,303,- 
730 in force which was its high water 
mark. The Ohio National does not buy 
the stock of the company, but takes 
over the business. Last year the Omaha 
Life write $1,962,409 of new business. 
Its ratio of actual to expected mortality 
last year was 45.8 percent. 

In 1929 the Ohio National reinsured 
the Toledo Travelers Life and in 1915 
the Toledo Life. 

President Searle, Jr., and Secretary 
Worrell of the Omaha Life will remain 
with the Ohio National at Omaha in 
charge of territory at that point. Presi- 
dent Appleby and his associates are 
making an outstanding succes of the 
Ohio National. 


Quitting Income Disability 

BOSTON, Oct. 22.—The New Eng- 
land Mutual is quitting income disability 
Jan. 1. President George W. Smith 
characterizes this feature as a “parasite 
preying upon the life insurance struc- 
ture.” He says his company’s claim ex- 
perience, although better than most, has 
been mounting 20 percent a year and 
there is no doubt in the officers’ minds 
that this business, 14.2 percent of the 
company’s entire business, will bring ex- 
cessive claims in future. For the pres- 
ent premium waiver and double indem- 
nity will be continued without change. 





Increases Interest Rate 


,.The General Mutual Life of Van Wert, 
Q@hio, the life company of the Purmort 
group, has increased the rate of interest 
under its premium deposit rider from 
4 percent to 5 percent. 

ar 





All books used for Chartered Life 
Underwriter degree sold by The National 


duction Standpoint,” by P. C. Irwin. 


the following subjects: 


waiver of premium only clause as com- 
pared with continuing the income clause 
with substantially restricted benefits. 


adopted, what should be the restrictions, 
if any, as to: 


of permanency? 

sand of insurance? 

whether for life or terminating at age 
60 or 65, or subject to a stated total 


maximum aggregate of 
ments? 


must occur? 
puting net premiums and reserves and 


how should the net premiums be loaded? 


practices should be adopted? 


Insurance Commissioners 
Committees Are Named 





LANSING, MICH., Oct. 22.—Com- 
missioner C. D. Livingston, president 
National Convention of Insurance Com- 
missioners, has just completed selection 
of the standing committees. The com- 
missioner has spent much time since his 
return from the convention in selecting 
the personnel and has endeavored to as- 
semble groups especially well-fitted to 
care for problems falling within their 
special province. 

The complete list of committees fol- 
lows: 

Accident and Health—G. A. Bowles, 
chairman, Virginia; S. A. Olsness, North 
Dakota; R. C. Clark, Vermont; J. G. Mc- 
Quarrie, Utah; W. C. Walsh, Maryland; 
G. P. Porter, Montana; Ben S. Lowry, 
Mississippi; E. F. Mitchell, California; 
A. D. DuLaney, Arkansas, 

* * * 

Actuarial Bureau—Jackson Cochrane, 
chairman, Colorado; C. C, Greer, Ala- 
bama; C. T. Warner, Ohio; J. C. Kidd, 
Indiana; H. J. Mortensen, Wisconsin; 
W. H. Bakes, Idaho. 

*x* * * 

Assets of Insurance Companies—E. F. 
Mitchell, chairman, California; G. P. Por- 
ter, Montana; A. H. Averill, Oregon; R. 


C. Clark, Vermont; Fernand Mouton, 
Louisiana; W. H. Bakes, Idaho; S. B. 
King, South Carolina; Theodore Thule- 


meyer, Wyoming; W. D. Spencer, Maine. 
* * * 

Blanks—W. A. Robinson, chairman, 
Ohio; A. E, Linnell, Massachusetts; C. B. 
Coulbourn, Virginia; R. E. Daly, Illinois; 
Donald Harlow, Iowa; R. B. Hooker, 
Connecticut; T. J. Cullen, New York; W. 
H. Johnston, Pennsylvania; H. G. 
Walton, Indiana; B. E. Shepherd, New 
Jersey; R. S. Burlingame, Rhode Island; 
J. E. Reault, Michigan; C. E. Nelson, 


Missouri; J. G, Vaughn, Texas; W. P. 
Tate, Kentucky. 
* * * 
Examinations—Jess G. Read, chair- 
man, Oklahoma; Dan C. Boney, North 


Carolina; H. O. Fishback, Washington; 
B. W. Allin, Kentucky; John C. Kidd, 
Indiana; H. J. Mortensen, Wisconsin; R. 





Cc. Clark, Vermont; C. A. Gough, New 
Jersey; J. E. Sullivan, New Hampshire, 
E. W. Clark, Iowa; H. W. Hanson, Illi- 
nois. 


*x* * * 
Codification of Rulings—J. C. McQuar- 
rie, chairman, Utah; P. H. Wilbour, 


Rhode Island; Joseph I. Reece, Tennes- 
see; C. F. Hobbs, Kansas; J. G. Shaw, 


Delaware; W. H. Bakes, Idaho; A. D. 
DuLaney, Arkansas. 
* * * 
Credentials—W. C. Walsh, chairman, 
Maryland; W. D. Spencer, Maine; Lee 
Herdman, Nebraska; Ben S. Lowry, Mis- 
sissippi; J. G. Shaw, Delaware; E. C. 
Peterson, Nevada, 
* * * 
Fraternal Insurance—C. F. Hobbs, 


chairman, Kansas; W. A. Tarver, Texas; 
H. L. Davis, District of Columbia; Sam 
B. King, South Carolina; Theodore Thule- 
meyer, Wyoming; E. C. Lawson, West 
Virginia; Geo. A. Bowles, Virginia; E. 
W. Clark, Iowa; Lee Herdman, Ne- 
braska; C. T. Warner, Ohio. 
* * * 

Laws and Legislation—C. T. Warner, 
chairman, Ohio; H. P. Dunham, Connec- 
ticut; G. S. Van Schaick, New York; G. 
W. Brown, Minnesota; R. C. Clark, Ver- 
mont; C. C. Greer, Alabama; E. F. 
Mitchell, California; W. <A. Tarver, 
Texas; E. C. Lawson, West Virginia; C. 
A. Gough, New Jersey; S. A. Olsness, 
North Dakota; J. D. Saint, Louisiana; 
J. I. Reece, Tennessee. 

* * * 

Miscellaneous—Ben S. Lowry, chair- 
man, Mississippi; Sam B. King, South 
Carolina; C. R. Horswell, South Dakota; 
Lee Herdman, Nebraska; A. D, DuLaney, 
Arkansas; H. L. Davis, District of Colum- 
bia; B. W. Allin, Kentucky; W. D. Spen- 
cer, Maine; Jackson Cochrane, Colorado; 
S. A. Olsness, North Dakota; Theodore 


Thulemeyer, Wyoming. 
*x* * * 
Publicity and Conservation—Sam BR. 


King, chairman, South Carolina; A. H. 
Averill, Oregon; Jackson Cochrane, Colo- 
rado; P. H. Wilbour, Rhode Island; J. D. 
Saint, Louisiana; W. B. Harrison, 





Georgia; E. C. Peterson, Nevada; W. H. 





American Institute Program 





Program of the fall meeting of the 
American Institute of Actuaries to be 
held at the Edgewater Beach, Chicago, 
Nov. 5-6, is announced as follows: 
Formal Paper, “Disability Claims 
(Select and Ultimate as a Particular 
Case in a General Method of Valuation 
for Diverse Contracts,” by W. H. Mc- 
Bride, National Life & Accident. 
Discussion of Papers Presented at Pre- 
vious Meeting: “Osculatory Versus Non- 
osculatory Interpolation—a Comparison 
by Means of Remainder Terms,” by J. F. 
Reilly, Old Line Life of Milwaukee. 

“A Conservative Analysis from a Pro- 


Informal discussions are arranged for 


I.—Disability 
1. The desirability of changing to a 


2. If a “restricted” income clause is 


(a) Waiting period for presumption 


(b) The amount of income per thou- 


(c) Maximum duration of income— 


income pay- 


(d) Age limits for issue? 
(e) Age prior to which disability 


(f) Female risks? 
3. What should be the basis for com- 


4. What new underwriting rules and 


Il, Company Practice 
1. What special reinstatement plans 





Underwriter. 





are in use, such as redating to avoid col- 








lection of premiums for the period the 
policy was ovt of force? 

What objections to them—company, 
legal, or departmental? 

2. What plans are in use for conserv- 
ing the insurance under policies with 
maximum or nearly maximum loans 
against them? 


3. Should agents be permitted to re- 
write this business and what plans have 
companies followed with reference to the 
payment of cimmissions thereon? 

Have these plans been successful? 

Hay the payment of adjusted commis- 
sions resulted in the conservation of the 
business? 

4. What plans are in use for inducing 
the policyholders to liquidate policy 
loans? 

What are the results? 


II. 


1. In view of the recent Medical Im- 
pair Study what changes in practice for 
the acceptance of risks should be made 
for lives having: 

(a) Abnormal blood pressure? 

(b) Heart murmurs? 


IV. Mortality 


1. Can the increase in the past year 
or two be traced to any definite cause? 

2. Is a definitely higher level of mor- 
tality to be anticipated and if so, what 
causes of death will produce this result? 

3. Is there any change in age inci- 
dence of mortality? 


V. American Men Mortality Table 


1. What states now permit the use of 
the American Men Table as a basis for 
premiums and reserves? 

“Have any companies adopted this 
table for premium computations, sur- 
render values and valuation for use in 
those states in which it is approved? 

3. What is the outlook for adoption 
of this table by the companies? 


Underwriting 


Provident Mutual Agents’ 
Intensive Drive for a Week 


DAYS OF HARD WORK PLANNED 





All General Agencies Inaugurate Move 
at Same Time in Honor of 
President Linton 





NEW YORK, Oct. 22.—Provident 
Mutual general agencies all over the 
country are today holding agency din. 
ners or luncheons to inaugurate a week's 
intensive drive for new business in honor 
of President M. A. Linton. The cam. 
paign is sponsored by the general 
agents’ association, of which C. D. Cop. 
nell of the Wells & Connell agency 
here, is president 

“A Planned Week of Hard Work” is 
the slogan for the drive and each agent 
will be given charts to enable him to 
plan his work and carry it out effec. 
tively. Each Provident Mutual repre. 
sentative will be asked to send direct to 
President Linton a summary of his 
week’s effort, not only in sales made 
but under a number of other headings, 


including, “Calls Attempted,” “Pros. 
pects Out,” “Prospects Seen,” “New 
Prospects,” “Old Prospects,” “Com. 
plete Interviews,” “Sales Made,” 
“Amounts,” “New Leads _ Secured,” 


“Hours in Field.” 

The largest cases will be acknowl- 
edged personally by Mr. Linton by tele- 
gram. 








Bakes, Idaho; H. L. Davis, District of 
Columbia. 
e 2 ¢ 

Rates of Insurance Companies—M. L 
Brown, chairman, Massachusetts; H, 0. 
Fishback, Washington; Dan C. Boney, 
North Carolina; J. B. Thompson, Mis- 
souri; G. S. Van Schaick, New York; G. 
A. Bowles, Virginia; J. C. Kidd, Indiana; 
Theodore Thulemeyer, Wyoming. 

*x* * * 

Rates of Mortality, Ete.—A. D. Du- 
Laney, chairman, Arkansas; C. C. Greer, 
Alabama; C. T. Warner, Ohio; Jackson 
Cochrane, Colorado; J. I. Reece, Tennes- 
see; E. C. Lawson, West Virginia; H. J. 
Mortensen, Wisconsin; C. F. Hobbs, Kan- 
sas; C. F. Armstrong, Pennsylvania. 

ok * 

Social Insurance—W. V. Knott, chair- 
man, Florida; A. H. Averill, Oregon; E. 
Cc. Lawson, West Virginia; J. G. Shaw, 
Delaware; J. I. Reece, Tennessee; Fer- 
nand Mouton, Louisiana; W. C. Walsh, 
Maryland; J. B. Sullivan, New Hamp- 
shire; Lee Herdman, Nebraska. 

*x* * * 

Standardization of Agents’ Applica- 
tion and Licenses—H. F. Dunham, chair- 
man, Connecticut; H. O. Fishback, Wash- 
ington; E. F. Mitchell, California; C. F. 
Armstrong, Pennsylvania; C. A. Gough, 
New Jersey; C. T. Warner, Ohio; G. P. 
Porter, Montana; H. J. Mortensen, Wis- 
consin; Ben S. Lowry, Mississippi; J. G. 
McQuarrie, Utah. 

* * * 

Taxation—B. W. Allin, chairman, Ken- 

tucky; M. L. Brown, Massachusetts; J. 


B. Thompson, Missouri; E. W. Clark, 
Iowa; G. P. Porter, Montana; Ben § 
Lowry, Mississippi; H. 0O. Fishback, 


Washington; H. P. Dunham, Connecti- 
cut; R. C. Clark, Vermont. 
*x* * * 

Unauthorized Insurance—G. P. Porter, 
chairman, Montana; J. E. Sullivan, New 
Hampshire; J. G. McQuarrie, Utah; J. lL 
Reece, Tennessee; S. A. Olsness, North 
Dakota; M. L. Brown, Massachusetts; C 
R. Horswell, South Dakota; A. H. Averill, 
Oregon; W. V. Knott, Florida. 

* * * 

Unfinished Business—DP. C. Lawson, 
chairman, West Virginia; Jackson 
Cochrane, Colorado; S. A. Olsness, North 
Dakota; Theodore Thulemeyer, Wyom- 
ing; W. B. Harrison, Georgia; P: H. wil- 
bour, Rhode Island; C. R. Horswell, 
South Dakota. 

*x* * * 

Valuation of Securities—C. S. Va 
Schaick, chairman, New York; H. P. Dun- 
ham, Connecticut; B. W. Allin, — 
tucky; C. A. Gough, New Jersey; Dan 
Boney, North Carolina; H. O. Fishback, 
Washington; M. L. Brown, Massachy 
setts; C. F. Armstrong, Pennsylvania; 
F. Hobbs, Kansas; E. W. Clark, lowa: 





H. W. Hanson, Illinois. 
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E. L. Roberts Vice-President 
of the American National 
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E. L. ROBERTS 
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Ernest L. Roberts has been appointed 
president of the American National of 
Galveston. He will have charge of the 
ordinary agency department. The Amer- 
ican National is reducing its rates and 
putting out a new rate book, which in- 
cludes a very attractive line of policy 
contracts. It is the intention to develop 
a larger ordinary business. : 

Mr. Roberts started in the business 
as a personal producer with the Mis- 
souri State Life. He was successful in 
this field and was promoted to assistant 
branch manager. After serving a year 
in this capacity he was made home of- 
fice agency supervisor and later assistant 
vice-president. He resigned the latter 
position to take service with the Ameri- 
can National. 


McDouall Life Trusts Chairman 


H. L. Standeven, chairman of the 
trust division of the American Bankers 
Association, has appointed L. G. Mc- 
Douall, associate trust officer of the Fi- 
delity Union Trust Co. of Newark, 
chairman of the association’s committee 
on life insurance trusts. Mr. McDouall 
is well known among life underwriters 
and is an honorary member of the Life 
Underwriters Association of Northern 
New Jersey. 


Southern “Ad” Date Set 


Dates for the 1932 Southern group 
meetings of the Insurance Advertising 
Conference in Dallas, Tex., have been 
set for April 17-20, according to Rex B. 
Magee, Lamar Life, general chairman of 
the regional body. Lorry Jacobs, 
Southland Life, for two years chairman 
of the southern group, is local chair- 
man and will serve as host to the ad- 
vertising men. 


Indianapolis Life Gain 
The fall campaign, which started Sept. 
1 at the Indianapolis Life has resulted, 
up to Oct. 17, in an increase of 10 per- 


cent in business written during this pe- 
riod over the same period of 1930. 
















Brand New Excuse 
for Lapsing Policies 





A new excuse for lapsing policies 
has been discovered at the home 
office of the Western & Southern 
Life which is in receipt of a let- 
ter from a policyholder in Copen- 

en, Denmark, stating that he 
cannot pay his premium because 
of being prohibited from sending 
money out of his country. 














Income Forms Stressed 


By Yates in Chicago Talk 





CITES EDISON AS A MODEL 


Detroit General Agent in Forceful Ad- 
dress on Selling Methods at 
Association Meeting 





At a luncheon meeting the Chicago 
Association of Life Underwriters heard 
J. W. Yates, general agent Massachu- 
setts Mutual at Detroit, who gave a 
brief, forceful talk on monthly income 
insurance and the business of lide in- 
surance selling. Mr. Yates pointed out 
the purposes and advantages of life in- 
surance, such as paying debts, enlarg- 
ing credit, substituting income and fam- 
ily protection. 

He said that the need for buying in- 
come insurance is not the fact that a 
person is going to die but that there 
are dependents who are going to live 
after one’s death and need providing for. 
He said that he does not sell insurance 
but tells people about it and they buy it. 
Life insurance, he says, justifies the faith 
that a man’s family has in him. 

Life insurance, he says, has a large 
message to present to the world. He 
said that $18,000,000 in proceeds of in- 
come insurance is paid every year. This 
is a needy world indeed, said Mr. Yates, 
and life insurance runs alongside the 
needs of the world. 

He said that if life underwriters would 
devote as much time and effort to sell- 
ing insurance as the late Thomas A. 
Edison did to his work, then the mes- 
sage of life insurance would be better 
presented to the world. 

The meeting was pepped up by sing- 
ing and music furnished by the associa- 
tion’s own local talent. Clay Hamlin 
of Buffalo will be the principal speaker 
at the next meeting, Nov. 8. 

There were 425 present at the lunch- 
eon of whom 111 were non-members. A 
drive is being put on for new members. 

The association will raise as a part 
of the governor’s emergency relief fund 
$30,000, compared to 416,000 raised by 
it last year, President A. E. Patterson 
said. 

President Gerard S. Brown of the Na- 
tional chapter of C. L. U. pointed out 
that Chicago has more C. L. Us. than 
any other city in the country. Stuart 
A. Cushman, president Chicago chapter, 
pointed out its growth from four in 
1929 to 40 in 1931. 





Electrocution Ruled No 
Accident by High Court 





The United States Supreme Court has 
handed down a most important decision 
holding that electrocution for murder 
is not an accident in the eyes of the 
law. The court this week refused to 
review the claim of relatives of Harry 
H. Diamond, policyholder of the New 
York Life, who was electrocuted in 
Michigan City, Ind., in which they 
sought proceeds under a double indem- 
nity clause. 

Lower courts had held that Diamond 
brought his death upon himself. He 
was executed for the murder of his wife. 
After his arrest he transferred two 
policies, each for $5,000, to Joseph A. 
and Esther R. Diamond, who brought 
the suit under which the high court 
ruled. 

The claim was made that his death 
was accidental because he was much 
opposed to going to the electric chair 
but he was forced into it. The seventh 
circuit court of appeals previously ruled, 
“Suicide is not an accident; neither is 
death at the hands of the law.” 


Ww. J. Hiller, vice-president and actu- 
ary of the Continental National Life of 
Denver and the Great American Life of 
San Antonio, Tex., attended the Actu- 
arial Society of America meeting at 
White Sulphur Springs, W. Va 























Momentum 







J ust as the fly wheel of an engine will 
run after the power has been reduced or 
cut off, so will a business that has becn 
sustained by advertising continue to 
function even after the advertising has 
been curtailed or suspended entirely. 


This is one of the misfortunes of adver- 
tising. It is one of the factors that leads 
to false conclusions and sometimes to 


disaster. 


Many a company, desiring to save money, 
resorts to a retrenchment in advertising 
effort. The size of the space is cut down 
and the frequency of the insertions re- 
duced. Sure enough, the fly wheel does 
not stop. It continues to go round. The 
company thinks it is getting just about 
the same results as it did before. 


But the results are not the same. 


Momentum is diminishing. Good will is 


slackening — gradually, 


almost imper- 


ceptibly, but surely. A decline in 
premium income for the month, the loss 
of an agent who is not replaced by an- 
other, a slight let down in the morale of 
the sales force, a falling off in public 
confidence—these are the insidious things 
that sap and undermine a company al- 
most unnoticed until serious havoc has 
been done, and only a costly process of 
rehabilitation will repair the damage. 


Advertising is selling power. 


Like other 


power, it cannot be cut off or reduced 
without inevitable impairment in per- 
formance. Only a sustained, steady flow 
of advertising will keep a company func- 
tioning at the maximum of efficiency 


and profit. 


(Number 


8 of a 


series devoted to the 


merits of National Underwriter advertising) 
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We’ve Gone Thetis One Better! 


In ancient Greek mythology there’s a tale about 
Thetis, who dipped her baby son Achilles in the river 
Styx. This was to make him invulnerable against the 
enemy when he grew to be a great warrior. But, sad to 
relate, the only part of baby Achilles’ anatomy that 
wasn’t benefited by this magic water was the heel by 
which Thetis held him during the ceremony. 




































We’ve gone Thetis one better! Two new policies 
have been announced this month, rounding out the 
Agent’s sales kit. There’s no “Achilles’ Heel’’—no 
weak spot—in the Union Central’s list of policies. One 
of these new policies is an income extension plan de- 
signed to answer the savings question and eliminating 
the objections usually encountered. The other is an 
ingenious emergency policy, giving the largest amount 
of personal protection at the lowest possible immediate 
outlay, automatically paving the way to a permanent 
life insurance program. 


In company with the Retirement Annuity plan, 
which combines savings and protection, and the Family 
Income plan, an astonishing amount of effectively- 
working life insurance wrapped in a single package 
and requiring a modest cash outlay—the two new con- 
tracts make every Union Central Agent completely 
invulnerable against any objections to life insurance 
that might be raised by prospects of the present day 
and future. 





Over One and One-Half Billions in Force 





The Union Central Life 


Insurance Company 


of Cincinnati 
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Connecticut General Tells 
of Non-Medical Insurance 





BULKLEY GIVES EXPERIENCE 


Vice President Declares That It Has 
Become Definite Part of the 
Company Procedure 


After an experience of a year and a 
half with non-medical insurance Vice 
President G. E. Bulkley of the Connec- 
ticut General says: 

“Non-medical business has become a 
very definite part of our company pro- 
cedure, running in some agencies as 
high as 68 percent in number and about 
60 percent in amount. We adopted this 
because we were convinced, first, that 
it would be of real value in the selling 
of our business, and second, that we 
could trust our agents with the respon- 
sibilities involved. Both of these beliefs 
have been fully justified. 

Much Depends on Agent and Examiner 


“Two of the sources of information 
on which we must depend are the agent 
and the examiner. In the case of non- 
medical applications the agent takes the 
place of both and must necessarily be 
more on the alert to investigate and re- 
port facts which have a bearing on the 
risk. He must train himself to the point 
of view that it is human nature to make 
light of our ills, whether physical or 
financial, and that it is often the small 
apparently unimportant fact which he 
must investigate or report to us so that 
we can pass on its importance. ‘Eternal 
vigilance is the price of liberty’ and 
equally it is the price of our ability to 
continue this very liberal non-medical 
plan. 


Definite Qualifications Required 


“Definite qualifications are required 
before we grant the non-medical priv- 
ilege. We are occasionally asked to 
grant it on reduced qualifications. Gen- 
erally speaking, we have refused. We 
use this privilege for men who have in- 
dicated they are going to be successful 
and presumably permanent Connecticut 
General men and hold it out to be 
striven for and consequently to be prop- 
erly valued when received. It is better 
for the agent and fairer to those who 
have the privilege that they be protected 
from a poor selection by those not prop- 
erly qualified.” 


Swope Presents His Views 
on Unemployment Cover 





Gerard Swope, president of the Gen- 
eral Electric, appeared before a select 
U. S. Senate committee on unemploy- 
ment insurance proposing universal em- 
ployment insurance, operated by trade 
associations, possibly under rovernmen- 
tal supervision, but not financed by the 
government. Mr. Swope gave no con- 
crete plan but merely presented his gen- 
eral ideas after outlining various em- 
ployment insurance systems tried out by 
his company, which was a pioneer in 
this work. He admitted he might be 
too idealistic but said he was afraid the 
United States never would get univer- 
sal insurance of this tvpe without gov- 
ernment action. “Industry should take 
care of itself,” he said. Corporations 
and their employes, he declared, should 
share the cost of the insurance and the 
government participation should be only 
supervisory. 


Held on Federal Charge 


J. C. Huntington, former Oklahoma 
City insurance man, was arrested at 
Monroe, Wis., on a federal warrant 


charging fraud. He is alleged to have 
defrauded Albert O. Kalka, Chandler, 
Okla., by altering and raising a certifi- 
cate of stock in the Home State Life 
and to have employed the mails in fur- 
therance of the transaction. 








Hendershot Is Supervisor 
for the Berkshire Life 




































L. B. HENDERSHOT 


L. B. Hendershot, who has been on 
the staff of the Life Insurance Sales 
Research Bureau of Hartford, has been 
appointed home office field supervisor of 
the Berkshire Life. He is well known 
for his life insurance educational work 
and his training in agency development. 
He is a graduate of Cornell and attended 
the graduate school in that university, 
He took the life insurance salesmanship 
course at the University of Pittsburgh. 
He is author of the book, “Compilation 
of Estates Showing Shrinkage of Such 
Estates Through Cost of Settlement.” 

In 1923 Mr. Hendershot was ap- 
pointed educational director of the Con- 
necticut General. He was in charge of 
field training schools, correspondence 
courses, special agent training material, 
etc. While he was with the Connecticut 
General he gave some time to lecturing 
at the University of Pittsburgh and the 
Rockwell school. Before the annual 
meeting of the Association of Life 
Agency Officers a few years ago he dis- 
played the new visual training method 
by means of slide films that he had de- 
veloped at the Connecticut General of- 
fice. He took charge of the bureau's 
agency film service and it is now in use 
in a number of different agencies. 


Home State Life Will Take 
Over Southwestern National 


OKLAHOMA CITY, Oct. 22.—Joe 
D. Morse, president of the Home State 
Life of Oklahoma City, announces the 
purchase by that company of the South- 
western National Life of this city. The 
Southwestern National was organized 
seven years ago and at time of sale had 
more than $900,000 insurance in force, 
involving 600 policies of from one to 
five years standing. Both organiza 
tions operate on the legal reserve, stip- 
ulated premium basis and qualify as old 
line companies, writing ordinary and 
industrial life. Tom Roach, local drug- 
gist, is treasurer and Barron C. Housel 
secretary of the Home State. Last 
February it moved into its own build- 
ing on North Broadway. Its capital 
is $750,000 and it has $15,000,000 insur- 
ance in force. It has been operating 
a little over two years. A. Mc- 
Rill, city attorney, was president of the 
Southwestern National and J. P. at- 
tenberg, vice-president and _ secretary. 
The latter remains with the company 
in its new connection. 


Continental Ahead 18 Percent 


The Continental Life of Missour! he 
ports that the early returns for Octo wd 
production are running about 182 we 
cent above the volume written in te 
corresponding period of 1930. 
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DEVOTED to the ideals of family security 
and independence. » » » » » » » i 


ADAPTED to and in harmony with 
modern agency and underwriting 
practices that protect the interests of 


the fieldman and the policyholder. 
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THE 


NATIONAL 
LIFE AND 


ACCIDENT 


INSURANCE 
COMPANY 


INCORPORATED 


SHIELDS 
YOU 


Trade Mark Reg. U. 8S. Pat. Of. 


TRUST 


Shield men have also succeeded be- 
cause they have never lost sight of 
the fundamental purpose of life in- 
surance and their obligations to pol- 
icyholders in the form of service. 


Statements like the following which 
are often sent to Shield Men are ever 
reminders of their trust: “The confi- 
dence of those whom we have insured 
or hope to insure, the faith that peo- 


ple have reposed in us, are to be 
guarded as nothing else. These are 


not only sacred, but they constitute 
the greatest asset we have. The 
doing of one thing that would break 
these down would be disloyalty, not 
only to the Company and to those 
who believe in us, but, worse than all, 
would be disloyalty to ourselves and 
to all that man should hold dear.” 


Shield Men are loyal because they 
realize the responsibility that rests 
with them. It pays to be a Shield 
Man. 


TkeNATIONAL LIFE AND 
ACCIDENT INSURANCE 
COMPANY INC. 


NASHVILLE TENNESSEE 
Time ur WIENS 











NEWS OF THE COMPANIES 








Crist Is Building Solidly 


Builders Life of Chicago Has Interested 
in It a Splendid Lot of Business 
Men of Chicago 








Vice President Karl J. Crist of the 
Builders Life of Chicago has surrounded 
himself with a fine working force and 
has as a background in the way of 
stockholders some of the leading busi- 
ness men of the city. It is doubtful 
whether any enterprise can show any 
finer body of stockholders. There is no 
one who is a dominant factor by own- 
ing a large block of stock that outshad- 
ows all the rest. Mr. Crist was formerly 
in the bank building trade and has been 
a salesman all his life. He therefore had 
a splendid training for his present ex- 
ecutive position. He looks after the 
various departments of his company, 
supervising its activities. 

Henry Ericsson, the president, is a 
prominent Chicago contractor. His con- 
cern is Henry Ericsson Company, which 
has built some of the great office struc- 
tures of the city. He is vice president 
of the Associated General Contractors 
of America. William Schlake, one of 
the directors, who is the treasurer, is 
president of the Illinois Brick Company. 
Another director, H. D. Foster, is gen- 
-, won of the Burlington railroad. 
E. M. Craig, secretary and general man- 
ager of the Building Employers Asso- 
ciation, is a director of the Builders 
Life. Another director is J. W. Alder, 
president of the American Sand & 
Gravel Company. Still another is J. S. 
Lafferty, president of the Great Lakes 
Construction Company. Vice President 
Crist believes in solidity. The business 
is pretty well concentrated in the Chi- 
cago metropolitan district. Owing to 
Mr. Crist’s large acquaintance in the 
building industry people in that line 
have formed the nucleus for the devel- 
opment of the company. 





Bounds New Lamar Life Head 


Was One of F ders of Company and 
Director for 25 Years—Other Pro- 
motions Are Announced 











Jesse Bounds, one of the founders 
of the Lamar Life and a director for 25 
years, was elected president to fill the 
vacancy caused by the recent death of 
President C. W. Welty. 

Peter K. Lutken, ten years vice-presi- 
dent, was made executive vice-president. 
He has had charge of investments. Al- 
bert E. Babbitt, actuary for the past 13 
years, was named a vice-president and 
Dr. J. O. Segura, who is vice-president 
and medical director, was chosen as 
agency director. Alford V. Gustafson 
was named agency supervisor. Dr. R. 
S. Russ of Biloxi, Miss., was made a di- 
rector. W. Owens, secretary, was 
selected as assistant agency director. 
President Bounds is a prominent Mo- 
bile, Ala., lumberman and a native of 
Mississippi. 





Organizing Home Union Life 


A. P. Garber, who is the main factor 
in the organization of the Home: Union 
Life of Springfield, Ill, a legal reserve 
company, states that the American 
Home Union is the organizing company 
to supply the funds. Mr. Garber asserts 
that the company expects to write a 
general line of policies. It does not ex- 
pect to be in operation for a year or 
more. The American Home Union is 
operating under a national charter with 
headquarters at Washington, D. C. 





The Liberty National Life of Birming- 
ham, Ala., has moved into its new 10- 
story office building. The company re- 
cently purchased the building and will 





ed 


Protective Life’s Publicity 





Birmingham Company Installs Series of 
Advertisements in Street Cars in 
Number of Cities 





In order to assist branch office map- 
agers and agents in the field, the Pro. 
tective Life of Birmingham has begun a 
program of street car advertising in sey- 


eral Alabama cities including Mobile, 
Montgomery, Tuscaloosa, Huntsville 
Sheffield, Selma and Gadsden. The 


cards will be printed in from two to six 
colors. The series will be both instity- 
tional and specific in nature. Some 
cards will feature certain popular Pro. 
tective Life policie.. Others will be de- 
voted to conservation and to a public 
appeal to policyholders to repay the 
loans made on their life insurance poli- 
cies. The local office address is shown 
in each city. 

The street car advertising is tied up 
with the local office by having the cards 
displayed in the office at the same time 
they appear in the street cars. Copy is 
prepared in the agency service depart- 
ment. 


Pilot’s Industrial Branch 
Had a Big September 


The industrial department of the 
Pilot Life of Greensboro broke all rec- 
ords in September. It was the 11th an- 
niversary of the founding of the depart- 
ment. First honors went to W, J. 
Keyes of the Tri-City district, embrac- 
ing Greensboro, Winston-Salem, Bur- 











lington, Thomasville, High Point and 
nearby points. It made a record of 
$102.79 in collections, $2.67 increase, 


$732.14 monthly premium and an aver- 
age per man of $1,892.85 ordinary. 

An unusually interesting feature of 
the celebration was the introduction of 
a novelty in the form of a policy paid 
six months in advance for $270 on the 
life of President C. W. Gold, who de- 
clared that the credit would go to the 
individual agent making the largest net 
life increase. Although the original ap- 
plication was secured through the in- 
genuity and salesmanship of W. J. 
Keyes, manager of the Tri-City district, 
the credit was awarded to W. H. Rawls, 
of the Norfolk district, who made a net 
life increase of $15.59 and collected over 
96 percent. 

The Pilot Life industrial department 
now has approximately $15,000,000 of 
business in force, in addition to a large 
volume of ordinary business. The an- 
niversary campaign was headed by W. 
R. Clement, manager of the department, 
and C. A. Outen, assistant manager. 


Southeastern Life Reports 
Some Gratifying Gains 





An increase of 14.3 percent in ordinary 
business paid for during the first nine 
months over the corresponding period 
of 1930 is reported by the Southeastern 
Life of Greenville, S. C. There has been 
a very encouraging decline in the lapses 
and surrenders in recent months, the 
total for the second quarter of 1931 be- 
ing 23 percent below that of the first 
quarter, while the total for the third 
quarter was 27 percent less than that of 
the first quarter. . 

The fact that the volume of business 
written each month thus far in 1931 has 
been greater than the production of the 
corresponding month of 1930 indicates 
that the growth that the Southeastern 
Life has enjoyed this year has been @ 
healthy and consistent one and not due 
to any especially large month or two. 


Cc. E. Meagher, 78, old time resident 
of Butte, Mont.. died recently in Mis- 
soula, Mont.. following a lingering ill- 
ness. Mr. Meagher was for many years 





occupy the three top stories. 


state manager of the Manhattan Life. 
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| Make Fewer and Better Calls 








ST. LOUIS, Oct. 22.— Fewer and bet- 
ter calls by life insurance agents was 
advocated by C. Vivian Anderson, Cin- 
cinnati special agent for the Provident 
Mutual Life, in a talk to the Life Under- 
writers Association of St. Louis last 
wie. Anderson from a volume basis 
js one of the most successful life under- 
writers in the country. He is said to 
have paid for in excess of $2,250,000 in 
1930 and had an average case of $90,000 
while with more than $6,000,000 exposed 
for renewal over a period of five years 
he had a lapse ratio of but .4 percent. 


Underwriter Should Develop 
Personal Research Bureau 


At the outset of his talk Mr. Ander- 
son expressed the belief that the most 
essential thing for successful underwrit- 
ing of life insurance is for the agent to 
develop a research bureau within him- 
self so that he can ascertain what he is 
doing and where he is going. 

“The average life insurance agent 
does entirely too much talking in solicit- 
ing business,” he said. “He doesn't give 
the prospect a chance and there isn’t 
anything that a prospect likes better 
than to talk about himself, his family 
or his business success, his ambitions 
and his hopes. If the agent would only 
keep his mouth shut the prospect would 
give him some real leads as to his in- 
surance needs.” 


Criticizes Camouflage in 

Securing Insurance Interviews 

He also asserted that life insurance 
should be sold without any camouflage 
and that all interviews be sought on the 
basis of talking to the prospect about 
life insurance. 

Declaring against a special agent ac- 
cepting a drawing account allowance 
from his general agent he expressed the 
belief that nothing will deprive an in- 
surance man of his self-respect and reli- 


-a success. 


ance quicker than that and in this con- 
nection he asserted that he pays all his 
own expenses, such as office furniture, 
stationery, long distance telephone calls, 
etc. “You've got to have self-respect 
to sell insurance successfully,” he said. 

In this connection he expressed the 
belief that a life insurance man is as 
good as a banker, doctor, lawyer or a 
merchant and should take an active in- 
terest in local civic affairs on the same 
basis as other business men. Quoting 
from Theodore Roosevelt he pointed out 
that every man should devote some of 
his time to the upbuilding of the pro- 
fession to which he belongs. 

“Be a go-getter rather than a leaner,” 
he added. 


Fewer and Better 
Calls Most Effective 


On the question of making calls he 
discarded the orthodox view that if an 
agent makes ten calls a day he will be 
“Making 10 calls a day sim- 
ply to make ten calls is not life insur- 
ance as a profession,” he said. “The 
agent who follows such a plan will sim- 
ply be making calls. Personally, I am 
making fewer and fewer calls and writ- 
ing larger and larger cases. This plan 
permits me to devote more time to the 
obtaining of information worth while 
concerning the men I plan to interview.” 
He said that he has never been turned 
down in seeking an appointment over 
the telephone. 

Another bit of advice was that agents 
should not worry about competition or 
what the other companies are doing. 
“My only competition is myself,” he 
said. He also advised the St. Louis 
agents to study the laws of inheritance 
so that they can advise clients concern- 
ing trust estates, etc. 

Mr. Anderson is first vice-president 
of the National Association of Life Un- 
derwriters and is a million dollar pro- 
ducer. 











Colgrove Loses His Case 
in U. S. Supreme Court 

















The United States Supreme Court has 
decided against C. W. Colgrove of Chi- 
cago and the “Mutual Estate Associa- 
tions” plan of selling life insurance. The 
court this week denied Mr. Colgrove's 
petition for a writ of certiorari for re- 
view of the Illinois supreme court de- 
cision, refusing to enjoin the Illinois in- 
surance department from revoking his 
license on the ground that the plan in- 
volves gambling and is contrary to pub- 
lic policy. 

Mr. Colgrove’s plan, it will be re- 
called, provides for a club or association 
of policyholders whose insurance is 
made payable to estate but who enter 
a separate agreement appointing joint 
trustee and executor, providing that if 
any policyholder dies within the first 
five policy years, 25 percent of the pro- 
ceeds of the policy shall be pro-rated in 
payment of premiums of surviving mem- 
bers according to the amount of their 
premium. 


New York Life’s Mortgage Loans 


_ Nearly 2,000 mortgage loans amount- 
ing to approximately $32,000,000 were 
made by the New York Life during the 
first nine months. Of this amount more 
than $12,500,000 was placed in apart- 
ment house loans, over $9,700,000 in 
business property loans and over $9,- 
100,000 in residence loans. Loans on 
apartment house and residential prop- 
erty accommodated 1,219 families. 
Among the states receiving over $1,- 
000,000 in loans during this period were 
New York State, $6,817,900, California, 
$4,540,450, Ohio, $2,198,248, Illinois $1- 
748,525 and Oklahoma, $1,451,175. 
_ The total outstanding mortgage loan 
imvestment on Oct. 1, was 31,586 loans 
for $571,205,017. 


People Are Seeking Safety 





in Savings Investment 





“What the people want right now is 
a safe place for savings,’ declared 
President C, F. Williams, of the West- 
ern & Southern Life, in an address at 
Cleveland. “The scramble for 10 per- 
cent investments has become a quest for 
safety of principal. There is more ready 
money in safety deposit boxes right 
now than ever before in history. . 

“This money is hoarded like money 
in an old sock. It is withdrawn from 
circulation and doing nobody any good. 
Money out at interest is what finances 
industry, and every dollar withdrawn is 
a brick out of the industrial structure. 

“People are scared right now. The 
daily newspapers say that over 28 bil- 
lions of salaried people’s savings are in 
savings banks—not commercial ac- 
counts; the savings of working people 
like you and me. People are not buy- 
ing Invisible Oil any more. They are 
not trying to get rich over night. All 
they want is safety, and life insurance 
is the strongest financial institution in 
the world.” 


United L. & A. Directors 


The United Life & Accident of Con- 
cord, N. , announces the election of 
John G. Winant, governor of New 
Hampshire, and R. D. Fletcher, treas- 
urer of the company as directors. 


North American Life 


Agents of the North American Life of 
Chicago celebrated the birthday Oct. 12 
of President E. S. Ashbrook with pro- 
duction greater than the company has 
experienced any day in the last five 
years. They sent in $436,000. This was 
the more remarkable since it was a 
holiday. 
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GOOD SHIPS: Only “‘stormy weather” really tests 
the safety of ships and financial institutions. Well- 
managed life insurance companies have come through 
every “‘storm’’—every test—safe and staunch. For ex- 
ample, for 86 years, since it was founded in 1845, New 
York Life has weathered all Wars, Epidemics and 
Financial Crises:—The Mexican, Civil, Spanish-Amer- 
ican, and World Wars;—The scourges of yellow fever, 
cholera and influenza;—The panics and depressions of 
1857, 1861, 1865, of the 70's, of 1884, 1893, 1896, 1903, 
1907, 1914, 1920-21 and 1929-1931. In all these years 
New York Life has never failed to meet an obligation. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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Life insurance selling today demands 
more than average ability. It de- 
mands skilled knowledge plus ener- 
getic action. It demands real sales- 
manship. 


In the outset, it requires careful 
preparation, a thorough knowledge 
of the business, a keen understand- 
ing of human nature and an. ability 
to quickly analyze human needs. The 
man who combines these qualities 
with “action” is the man who is hit- 
ting the high mark of success and 
reaping the rewards of his efforts. 


This Company is greatly interested 
in this type of salesmanship. We 
credit a large part of our splendid 
success and rapid growth to the con- 
stantly increasing number of real 
salesmen in our field organization. 


We have need for more such men. 
Operating in 40 States, the District of 
Columbia and Territory of Hawaii. 


Branch Offices and General Agencies 
in practically all important centers. 


A Good Company to Represent 











MISSOURI STATE LIFE 


INSURANCE COMPANY 


HILLSMAN TAYLOR, President 
ST. LOUIS 


Life - Accident - Health- Group - Salary Savings 





Non-Can Carriers 
Are in Quandary 


(CONTINUED FROM PAGE 4) 


considered the latter will be preferable 
as it avoids several touchy legal prob- 
lems which have arisen in connection 
with the disability rider in life insurance. 

The supplementary contract might be 
dated the same as the life policy but 
the life coverage could be lapsed without 
disturbing the disability. The disability 
protection also would not become in- 
volved in the old question over the re- 
juvenation of the contestable period fol- 
lowing lapse and reinstatement. It is 
said there might be variations in the 
waiting period from a week up to six 
months which would afford a flexibility 
of rate to fit almost any purse. 

A thought now receiving serious con- 
sideration in one of the largest non-can 
companies in this country is that the 
disability protection should cover only 
the economic life, and therefore the in- 
demnity should cease at a definite age 
selected as the usual limit of a useful 
economic life, say age 65 or 70. After 
that point it is said the income could 
be continued through some annuity ar- 
rangement. 

This combination plan now is being 
successfully used in Switzerland, it is 
declared. Its principal recommendation 
is that companies are not burdened with 
continuing income payments which run 
up the disability expense far beyond the 
point ever contemplated, but pay the 
proper indemnity for the useful period 
of life covered by the disability con- 
tract and after that obtain an adequate 
annuity premium for further income 
payments. 


Underwriter Gives Views 


The situation so far as non-can acci- 
dent companies is concerned was ana- 
lyzed this week by one of the best 
underwriters in the business. He said 
three protections must be set up for the 
companies: (1) Intelligent, adequate se- 
lection which recognizes non-physical 
factors as well; (2) an experienced 
claim department which settles on the 
basis of the contract, not meticulously 
but rather closely after all; (3) the con- 
tract itself carefully worded and with 
special restrictions to meet the present 
situation. 

He believes there should be a stop- 
limit on the non-can contract in con- 
junction with life insurance either re- 
specting age or amount of indemnity. 
He believes non-can companies in this 
situation should adhere more closely to 
the basic idea of disability protection as 
mainly covering earning ability and not 
merely disablement. An empirical for- 
mula might be applied under the earn- 
ings pro rate clause, he said, with in- 
demnity tapering off arbitrarily percent- 
agewise at certain ages. 

Partial Indemnity 


Thought in this respect has not taken 
definite shape, but he said it might be 
that after a certain age such as 60 the 
indemnity would be only 50 percent, 
whereas a more elaborate system of 
tapering off could be based on the aver- 
age earning ability, perhaps by classifi- 
cation, at certain ages as far down, say, 
as 55. 

Another thought is that the contract 
possibly should pay full indemnity only 
for house-confining disability and only 
50 percent for non-house-confining dis- 
ability. 

It is likely that the accident com- 
panies will enter the new field with the 
idea of giving only moderate income 
protection, underwriting very carefully 
and perhaps holding risks down to a 
maximum of $100 a month. Unless a 
great many companies enter this field, 
the present facilities will be totally in- 
adequate for meeting the anticipated de- 
mand from life agents. There is prob- 
ably not a single non-can company that 
would be willing in a few months to 
double, triple or quadruple its non-can 
writings. 

There has been considerable talk in 


———= 


against life companies writing the disa- 
bility cover, on the basis that it should 
be left in the accident end where it be- 
longs. The entry of life companies into 
the accident and health field, in fact, 
was resented by the accident men, who 
maintained that having started the busi- 
ness and spent large sums in educating 
the public to the need for such protec- 
tion, its further development in all fair- 
ness should be left to them. They felt 
that the competition which resulted 
from the active entry of great life com- 
panies with their vast agency forces 
was unfair, and in truth it turned out 
to be severe. Many persons thought 
the disability clause was ample accident 
protection. An offset was that life 
agents served to advertise the benefits 
of accident and health insurance. 

Some life companies were not im- 
pressed with the benefits supposed to 
attach to the issuance of the double 
indemnity and disability clauses in life 
contracts, and over ten years ago they 
sought automatic reinsurance covers 
from casualty offices, an effort now be- 
ing repeated. 

Specialty Man Passes 


The falling off in income on personal 
accident business in recent years is at- 
tributed by some managers to the pass- 
ing of the one-time specialty salesman. 
In the early days casualty companies 
had men who sold accident business ex- 
clusively and became expert in present- 
ing the arguments. With the advent of 
workmen's compensation insurance and 
later of the automobile liability and kin- 
dred lines, the accident salesman was 
weaned away and became interesced in 
multiple forms of business. Ona the 
other hand, brokers handling ail forms 
of coverage rather fought shy of acci- 
dent, in view of the multitude of pulicies 
on the market. Each of the 150 or 
more companies issued on an average 
six different forms of contracts, and bro- 
kers were fearful they might give their 
assureds policies less liberal in terms 
than other people would get. The aver- 
age broker still largely ignores accident 
coverage. 

Casualty companies realized that the 
constant issuance of new forms had 
been carried to a point confusing both 
to agent and assured, and a limitation 
of forms was deemed essential. This 
was undertaken by the Bureau of Per- 
sonal Accident & Health Underwriters, 
whose committees have been engaged in 
the work of standardization for many 
months. This work now has reached 
the point where new contracts accept- 
able to the large majority of members 
will be ready for sale on the first of the 
year. 

Standardization Near 
With the standardization of certain 
policy forms, and the rates applicable 
thereto, plus the probable retirement of 
many of the life offices from the disa- 
bility arena, casualty officials feel very 
confident there will be a marked revival 
of interest on the part of business pro- 
ducers in straight accident and health 
lines and are arranging their programs 
accordingly. 
Non-can offers little -possibility of 
large profit even for the accident com- 
panies, which admittedly have had much 
better underwriting, even though they 
could get a nation-wide spread and very 
large volume of premiums from life 
agents. For this reason it is not antici- 
pated that very many companies will 
branch out to meet this demand. Non- 
can accident and health it is believed 
offers no inducements for new capital, 
and for that reason the entrance of new 
companies especially to take care of the 
demand from life agents is not expected. 
The skilled underwriter mentioned above 
in fact stated it would be foolish for 
new capital to enter this field. 
Those accident companies which have 
continued their non-can departments do 
so largely because non-can is a fine 
tool for the agent’s kit and brings in 
considerable life business. It also is an 
inducement which brings many agents 
to those companies so equipped. 








the past on the part of casualty men 


There has been some talk that the 
medical reimbursement clause might be 
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incorporated in the rewritten non-can 
contract for use in conjunction with 
life insurance but the underwriter men- 
tioned above considers this non-essen- 
tial in non-can and believes companies 
would be better advised not to incor- 
porate this frill. 

There are three thoughts as to how 
the accident companies should go about 
rewriting the disability income contract 
of life companies for their purpose, (1) 
by a rate increase, (2) by further re- 
strictions, and (3) by a combination 
of the two methods. The latter probably 
will be the plan adopted. 

One great non-can company frankly 
states that in accepting applications for 
disability protection, preference will be 
given to its own agents and to those 
who are willing to take full time con- 
tracts in return for the non-can serv- 
ice. 


Union Central in 
in Retrenchment 


(CONTINUED FROM PAGE 3) 


been a source of increasing loss. Gen- 
eral business conditions have had their 
effect on earnings. The Union Central 
believes that a larger ratio of surplus 
should be maintained now than has been 
necessary during normal times. 
“Therefore, the board of directors has 
withdrawn the issue of annuity waiver 
disability benefits effective Oct. 31, 1931. 
Waiver only disability will be continued 
as heretofore. 
Adjustment in Interest 


“The surplus interest for 1932 was 
fixed at a percentage which, together 
with the guraanteed rate, will make a 
total of 4% percent. 

“A horizontal cut of 50 percent from 
the present scale of dividends will be 
effective during 1932. 

“While this action will defer the dis- 

tribution of certain dividends, it will 
immediately assure a substantial in- 
crease in the surplus. As soon as con- 
ditions change, this horizontal cut will 
be removed in favor of a standard divi- 
dend basis. Effective immediately, this 
horizontal basis should be applied to 
any estimate of dividends used in solicit- 
ing. 
“I believe that we should look to the 
future with confidence. If full defla- 
tion in all directions has not already 
been accomplished, certainly we are very 
near to the low point. I have every 
confidence in the inherent stability of 
our nation’s business structure. I have 
every confidence in the future of Amer- 
ican agriculture. 


Farm Loans Are Bright 


“The farm loan at the present time 
presents perhaps the brightest future 
of any form of long term investment. 
The company feels that its position is 
Strengthened by the fact that a large 
part of its assets is invested in- first 
mortgages on farm lands. The vast ma- 
jority of these farm loans is in excellent 
condition, and has been untouched by 
the present depression. A considerable 
amount of real estate has necessarily 
been acquired by foreclosure. 

“More than 40 percent of this real es- 
tate has already been sold under con- 
tract. The balance is only 6 percent of 
the company’s assets and 85 percent of 
it has been rented on an attractive basis. 

“Our real estate bookkeeping has 
been handled in a most conservative 
manner, All real estate acquired has 
been immediately appraised on the basis 
of present values and is carried by the 
company at the amount of the book 
value or the current appraisal, which- 
ever is lower. Furthermore, the” com- 
Pany is in an excellent liquid position, 
maintaining cash resources many times 
those considered sufficient during nor- 
mal years.” 


ne ento™ H. Ackerman, manager of the 
a € department of the R. A. Rowan & 
the agency at Los Angeles, is receiving 
e congratulations of his many friends 
— the arrival of an eight pound son, 
christened Preston H. Ackerman, Jr. 


Investment Field 
Is Biggest Factor 


(CONTINUED FROM PAGE 3) 


An agency official of one of the larg- 
est companies predicts that the invest- 
ment feature of life insurance will bring 
prospects’ wives into the picture more 
than ever before. On an investment ba- 
sis life insurance gives the wife no rea- 
son for feeling that she is in the position 
of speculating upon her husband's death. 
She doesn’t need to discourage the sale 
by saying, “Oh, but John isn’t going to 
die. 

Many wives have seen. that their hus- 
bands are not such investment geniuses 
as it appeared when the market was 
booming. They are likely to insist that, 
up to a certain amount at least, safety 
of principal be the first consideration. 


“Ballyhoo’s” Advertisement 
Was Taken Too Seriously 


The Carroll County “Independent” of 
Center Ossipee, N. H., tells about an 
advertisement in the satirical magazine, 
“Ballyhoo,” showing that many readers 
of “Ballyhoo” take its advertising seri- 
ously. This is what the “Independent” 
says: 

The town of Freedom certainly got 
some publicity, or got its name before 
the public, at any rate, in the November 
issue of “Ballyhoo,” a humorous publi- 
cation. 

On page 3 there appeared a full page 
advertisement for the “Alimony Insur- 
ance Company,” Freedom, New Hamp- 
shire. The advertisement consisted of 
a photograph of a down and outer sleep- 
ing on a park bench and carried the 
following reading matter, “Ah—the pity 
of it. This poor fellow was once a care- 
free, happy-go-lucky young man! Ad- 
mired by all, the most popular bon- 
vivant in his set, he climaxed a success- 
ful career with a brilliant society mar- 
riage. Then came the denouement! And 
he didn’t carry alimony insurance. 
Guard against such tragedies. Send for 
our illustrated booklet, ‘How to Keep 
the Cat from the Door,’ The Alimony 
Insurance Company, Freedom, N. H.’” 

Many advertisements in a similar vein 
are scattered through the magazine. 

As a result Postmaster Lettie A. 
Thurston has received at the Freedom 
postoffice over fifty letters and cards 
addressed to the “Alimony Insurance 
Company.” The cards all requested 
that the booklet “How to Keep the Cat 
from the Door” be sent post haste. Not 
knowing what to do with them, Mrs. 
Thurston mailed the various cards and 
letters back to their senders, but the 
stream of mail to date seems to be un- 
interrupted. 

No one knows where the editor of 
the magazine got hold of the name of 
Freedom, but such a name is most cer- 
tainly appropriate for the headquarters 
of the mythical “Alimony Insurance 
Company.” 


Average Group Policy Has 
Increased in Two Years 





The amount of group life insurance 
carried by the average group insured 
employe has increased substantially in 
the last two years, according to the ex- 
perience of the Metropolitan Life, which 
has in force group policies covering the 
lives of approximately 1,500,000 work- 
ers. In the first nine months of 1931 
this company paid a total of 8,154 death 
claims for $15,679,337 or an average of 
$1,920 per claim. This represents an 
increase of approximately $400 over the 
average death claim paid in 1929. 

During this same period approxi- 
mately 51,500 health and accident claims 
were paid for a total of $4,435,559, or 
an average of $86 per claim. Accidental 
death and dismemberment benefits paid 
totalled $317,930 on 267 claims, an aver- 





age of nearly $1,200 per claim. 

















BUILDING 
A BUSINESS 


UILDING a successful busi- 
ness is really a slow, delib- 
erate process. 


Every factor which amounts te 
much calls for unhurried effort 
over a period of years. It takes 
time to build a life insurance 
company. It takes time to train 
a responsive agency force, to de- 
velop an efficient Home Office 
personnel and to earn the “good 
will” of the buying public. 


The Bankers Life has served its 
apprenticeship in the workshop 
of experience. It now has behind 
it the momentum of forty-four 
years of accumulated experience 
in meeting the problems incident 
to successful operation in the life 
insurance field. 


Let us put our years of experi- 
ence in training salesmen, in pro- 
viding definite Home Office co- 
operation and in up-to-date ad- 
vertising and publicity to work 
in building a General Agency for 
you. We need men over the age 
of twenty-eight who have had 
life insurance experience. Per- 
haps you need us. 


Territory available in Illinois, 
Iowa, Missouri, Ohio and Penn- 
sylvania. Write 


A. B. Olson, Manager of Agencies 


BANKERS LIFE 
INSURANCE COMPANY 


OF NEBRASKA 


Founded in 1887 


Home Office - Lincoln, Nebraska 
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DEATH OF LEO SAUM 


Leo Saum, one of the leading repre- 
sentatives of the Mutual Life of New 
York, died Oct. 14. Mr. Saum was in 
the accounting department at the home 
office from 1910 until 1920, when he re- 
signed to join the Ives & Myrick agency 
in New York, with which he was con- 
nected until his death. He was a leader 
in the agency in general activities as 
well as production of business. 


APPEALS JAIL SENTENCE 


The threat of jail as a deterrent to 
twisters may be wholly removed if C. A. 
Legg, who was sentenced to 60 days in 
the workhouse for violation of Section 
60 of the New York insurance law, is 
successful in an appeal he has taken 
from that sentence. He was convicted 
of misrepresentation and had _ served 
only a portion of his sentence before 
being released on appeal. The case will 
come up in the appellate division about 
the middle of next month. H. B. Stap- 
ler, who received a suspended sentence, 
is also appealing. 

Legg’s contention is that there is no 
such crime as violation of Section 60 
except for persons employed by or con- 
nected with insurance companies, who 
may have their licenses revoked by the 
superintendent of insurance. When the | 
statute was amended in 1923 thai part 
was omitted which stated that violation 
of the section constituted a misde- 
meanor. This leaves the sole possible 
punishment the revocation of the license 
of the accused. 

The district attorney's position is that 
this loophole is covered by a provision 
of the insurance and of the penal law 
which states that where a statute does 
not provide a penalty violation shall 
automatically constitute a misdemeanor. 

Legg also contends that his alleged 
misrepresentations are true. It is the 
first point, however, that life underwrit- 
ers are most interested in, as if it is 
upheld the anti-twisting statute is 
worthless against the type of unlicensed 
operator who merely “advises” a policy- 
holder to drop one kind of policy and 
take out another. Having no license, he 
has nothing whatever to lose once the 
jail threat is removed. 


START FALL CAMPAIGN 


The Wells & Connell agency of the 
Provident Mutual Life will this week 
assemble for the annual fall “family din- 
ner” which is a tradition of the agency, 
and which all members of the organiza- 
tion attend. This year the occasion will 
also constitute the inauguration of a 


Professor Ripley considers that this 
points to an acknowedgment by the 
commission that it must in the future 


be more liberal in times of prosperity 
so that reserves to bridge over these 
inevitable periods of depression may be 
accumulated. 
* * * 
Cc. L. U. REVIEW COURSE 

The special review course covering the 
subjects which form the basis of the 
annual examinations for the degree of 
chartered life underwriter is well on its 
way to a complete enrollment, which 
will be limited to 75 members. The first 
lecture is scheduled for Nov. 11, and 
there will be weekly lectures from then 
on until June, totaling 72 full hours of 
instruction. 

The course is one of review rather 
than primary instruction. For the latter 
other courses are available and will be 
provided in the future to an even greater 
extent. The review course has the 


backing of the New York Life Under- 
writers Association, New York Univer- 
sity school of commerce, accounts and 
finance, and the new York City chapter, 
C. Sus Bs 

Lectures will be given by Dr. S. S. 
Huebner and other authorities on life 
insurance. The course will be under the 
direction of Prof. J. E. Bragg of the 
life insurance training course of N. Y. 
U. It is understood that C. D. Connell, 
president of the New York City asso- 
ciation; L. G. Simon, past president; 
Vash Young and other leading New 
York producers are going to prepare for 
the C. L. U. examinations in this spe- 
cial review course. 

*x* * * 
ATTACK DIE-TO-WIN ILLUSION 


The “die-to-win” illusion that many 
still have about life insurance will be 
attacked both editorially and in advertis- 
ing by “Nation's Business,” official pub- 
lication of the U. S. Chamber of Com- 
merce. In a circular letter to insurance 
men Merle Thorpe, its editor, says: 
“*You've got to die to win! That's the 
trouble with life insurance.’ Some peo- 
ple still believe that. I:’s one of the 
popular fallacies of business Nation's 








Midland Mutual 25 Years Old 























one-week country-wide drive for new 
business in honor of President M. A. 
Linton. C. D. Connell is president of | 
the general agents’ association, which is 
sponsoring the drive. Similar dinners or 
luncheons to inaugurate the drive are 
being held by all Provident Mutual | 
agencies. 
* 


NEW YORK LIFE EMPLOYES DINE 


The Goodfellowship Club, an organ- 
ization of home office employes of the 
New York Life, held its twelfth annual 
dinner and dance Oct. 21 at the Hotel | 
Astor when more than 1,500 were pres- | 
ent. T. A. Buckner, president, was a 
speaker, as was Frazier Hunt, war 
correspondent and lecturer who is giv- 
ing the company’s weekly radio talks 
on the lives of famous men. 

* x 
COMMENT BY ECONOMIST RIPLEY 


W. Z. Ripley, noted economist, writ- 
ing in the New York “Times,” considers 
the Interstate Commerce Commission’s 
action in turning down a flat freight rate 
increase as a gain for the railroads, for 
it indicates a willingness on the part 
of the commission to recognize the “in- 
dispensable character of the railroad 
service. It must be maintained at any 
cost. Otherwise no increases at all in 


face of the circumstances and protests 
of shippers would have been allowed.” 
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DR. W. 0. THOMPSON 
Cc. G. BARRATT 
E, P. TICE 


The Midland Mutual Life is now a 
men who have been with the company 
of its success are pictured above. Dr. 


of the Midland was its president during its first 18 years, 


man of the board. Dr. E. J. Wilson, 

president and member of the executive 

original directors is still on the board. 
President H. B. Arnold drew up the 


president, counsel and in charge of investments before he became president. 
He is also a past president of the American Life Convention. 
secretary, has the distinction of being the only living official who has given full 


time to the Midland since it was launch 


charge of the Midland home office agency and have been members of its field 
The Tice & Jeffers agency produces approximately $4,000,000 
new business annually and has more than $30,000,000 in force. 


force since 1906. 





PRESIDENT H. B. ARNOLD G. T. SPAHR 


DR. E, J. WILSON 


H, P. JEFFERS 

quarter of a century old. Some of the 
25 years and have made possible much 
W. O. Thompson, one of the founders 
now being a chair- 
the first medical difector is now vice- 
committee. G. T. Spahr, one of the 


Midland charter and was the first vice- 
C. G. Barratt, 
ed. E. P. Tice and H. P. Jeffers have 





Can’t Transfer Cases 
to the Federal Court 


AUSTIN, TEX., Oct. 22.—The 19 
benefit associations, which are being 
sued by the Texas attorney-general, are 
incorporated under the federal act per- 
mitting the corporations to be formed 
for the purpose of operating national 
trade unions. Judge Robertson of the 
circuit court here has denied the associ- 
ations permission to transfer the case 
to the federal court. Attorney-General] 
Allred. declares that the associations 
were started with no intention of becom- 
ing trade unions but to write life in- 
surance in Texas contrary to the state 
laws. The counsel for the associations 
claims that the state has no supervision 
over the associations, also contending 
that the cases should be tried in the fed- 
eral court. 








Business will lay low in its editorial pro- 
gram and in its national advertising 
campaign during the next six months.” 


Bankers Life Managers Meet 


DES MOINES, Oct. 22.—Seventy- 
five agency managers of the Bankers 
Life of Iowa held a three-day business 
conference here last week. 

On the first day’s program the subject 
of recruiting rural agents was discussed 
by Arthur Nelson, Helena; Mont., and 
L. W. Spickard, Detroit. On the second 
day the speakers were Mr. Spickard, 
W. F. Winterble, Madison; A. F. Smith, 
San Francisco; J. G. Butterbaugh, Co- 
lumbus, and Mr. Nelson. 

Elbert Storer, Indianapolis, president 
of the National Association of Life Un- 
derwriters, addressed the luncheon 
meeting on the second day following 
which a blind bogey golf match was 
held. Gerard S. Nollen, president of the 
company, was in charge of the confer- 
ence. 


Acacia Mutual on List 


Each year the educational committee 
of the Direct Mail Advertising Asso- 
ciation selects from many hundreds of 
campaigns the 50 leaders. These are 
then exhibited at the annual convention 
in October, this year held in Buffalo. 
Later, the 50 campaigns are sent from 
city to city, for study by advertising 
men and others. The Acacia Mutual 
Life campaign, called “Coke Wright 
Month,” was selected this year as one 
of the fifty leading direct main com- 
paigns of 1931. 

T. M. Rodlun, Acacia’s advertising 
manager, tells about the campaign in 
the October issue of “Postage and the 
Mailbag.” 


Henderson With Prudential 


Clifford Henderson, formerly manager 
of the life department of the Hawaiian 
Trust Company of Honolulu, is in San 
Francisco to become assistant manager 
of the ordinary agency of the Pruden- 


tial A one day’s meeting of the 
agency was held Oct. 21 to introduce 


Mr. Henderson. 


Chicago Life Trust Institute 


The life trust cooperative group in 
the Chicago Association of Life Under- 
writers has decided to hold the regular 
life trust institute and seminar start- 
ing some time in January. The insti- 
tute will run about 12 weeks and the 
seminar either six or eight weeks under 
direction of Roy L. Davis of the Union 
Central. 


Frank Bland Was Speaker 


Frank W. Bland, Pacific Coast man- 
ager of THE NATIONAL UNDERWRITER, Was 
the principal speaker at the Monday 
evening meeting of the San Francisco 
life underwriters training course, speak- 








ing on the subject of educational insur- 
ance. 
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TAKE ACTION ON DISABILITY INCOME 





a 


(CONTINUED FROM PAGE 3) 


Mutual of Lincoln, and State Reserve 
Life of Fort Worth, Tex. 

A great many companies are plan- 
ning to make changes of some sort be- 
fore the first of the year. 

The Bankers National of Jersey City 
writes its agents under date of Oct. 1 
that while it hopes to continue with its 
disability coverage unchanged it will ac- 
cept only very carefully selected busi- 
ness and when the case is entirely de- 
yoid of all questionable aspects. 

The American Central of Indianapolis 
is considering the matter and may an- 
nounce some changes early next year. 

The American Life of Denver never 
went to the four months’ waiting period 
but stuck to the six, and Jan. 1, 1930, 
adopted rather high rates with the re- 
sult that it has not sold a large amount 
of monthly income. It will, however, 
discontinue monthly income whenever it 
appears that a sufficient number of other 
companies have withdrawn from the 
field that competitive elements will not 
be as strong as at present. 

The Brooklyn National is contemplat- 
ing some changes and will have its plans 
completed within the next few weeks. 

The Chicago National Life has under 
discussion the discontinuance of income 
disability. 

Watching Other Companies 


In spite of the fact that the Conti- 
nental Life of St. Lous has always made 
a profit on its disability business it is 
considering making some changes, espe- 
cially if there is any semblance of uni- 
form action among the other companies. 

The Durham Life of Raleigh, N. C., 
now has under consideration a revision 
of its disability forms. 

The Fidelity Mutual of Philadelphia 
will give no special consideration to the 
subject until after the first of the year. 

The General Mutual of Van Wert 
O., has the matter up for discussion 
but has not yet made a decision. 

The Harvester Life of Dallas is con- 
sidering the subject and will make an 
announcement some time before Dec. 31. 

The Home State Life of Oklahama 
City will no doubt make some changes 
on or before Jan. 1. 

The Indianapolis Life, which discon- 
tinued income disability in July, prob- 
ably will modify its waiver of premium 
clause and increase the rates on it. 

Inter-Southern to Modify 


The Inter-Southern Life of Louisville 
will make an announcement within the 
next week and will probably modify its 
practice rather than discontinue the ‘in- 
come benefit entirely. 

The Inter-State Life & Accident of 
Chattanooga will not take definite action 
before the first of the year but will 
probably discontinue the sale of dis- 
ability income benefit. Whether or not 
it will continue waiver of premium is a 
point not yet settled. 

The Jefferson Standard of Greensboro 
has the matter under consideration and 
should be able to make a decision by 
Dec. 1. 

The Liberty National of Birmingham 
has always been rather strict on dis- 
ability and now discontinuing the 
writing of disability on women. 

The Michigan Life expects to make a 
decision about the first of the year and 
in the meantime is exercising very strict 
selection. 

The Mid-Continent of Oklahoma City 
will not make any changes during the 
present vear, at least. 

The Midland Life of Kansas City dis- 
continued income disability in 1929 and 
8 not making any further changes. 

The Missouri Valley Life of Lincoln 
believes that disability coverage should 
not be incorporated in life policies and 
will discontinue income disability when 
most. of the leading companies do. 

The National Savings Life of Kansas 
City has under consideration a decided 


is 


not yet come to any definite conclusion. 

The Ohio State Life probably will 
make a statement on the subject to- 
wards the close of the year. 

The Peoria Life will probably con- 
tinue with its present rates for next year 
and will probably have a statement to 
make by January. 

The Pilot Life of Greensboro has the 
question under discussion and expects 
to reach a decision within 30 days. 

The Modern Life of St. Paul has for 
some time been considering the discon- 
tinuance of income disability and will 
reach a decision before the end of the 
year. 


The Morris Plan has not determined | 


just what it will do, but expects the 
question will be decided after the first 
of the year. 

The Register Life of Davenport 
considering the subject but will not take 
any action until some time in 1932. 

The Sam Houston of Ranger, Tex., 
may make some kind of a change be- 
tween now and the first of the year. 

The Southern Life & Health of Bir- 
mingham has tightened up on the ac- 


is 





ceptance of total disability and if the 
majority of the companies abandon the 
clause, it will also . 

The State Mutual of Worcester is of 
course considering the matter and plans 
to make some changes applicable as 
early as possible in 1932. 

The Sun Life of Baltimore expects 
to take some action on its disability 
clauses within the next three weeks. 

The Surety Life of Kansas City will 
take final action within a week or ten 
days as to whether it will discontinue 
the income disability feature. 


Many Others Express Views 


The Texas Security of 
to write the convention form of income 
disability only through age 50 on male 
risks and its underwriting practices will 
be even more severe than they 
been in the past. 

The Union Cooperative of Washing- 


ton, D. C., while it is not making any | 


changes at the present time, is request- 


|} ing its agents to avoid so far as pos- 


sible the inclusion of income disability. 
The Union Mutual of Portland 

not now taking a definite stand. 
The American National of Texas has 


is 


the matter under advisement but does 
not expect to decide until the first of 
the year. 


Quite a number of companies have re- 


Dallas plans ; 


have | 


—s 


plied to the letter of inquiry stating their 
views, but not for publication. 

Most of these are of the tenor that a 
change is being considered, or that they 
are inclined to follow the trend as soon 
as more companies make their deci- 
sions. One company states that it will 
probably take action after the fall meet- 
ing of the American Institute of Actu- 
aries and suggests that the heavy loss 
ratio on disability has been due to lax 
underwriting and slipshod methods 
investigating and approving claims. A 
few other companies announce that they 
| will undoubtedly make changes, and 
| have virtually decided to do so, but wish 
no announcement. 


Kelly Is Field Supervisor 
The Home Life has appointed E, C 
Kelly a field supervisor. He has a back- 
ground of seven years of activity in the 
| life insurance business, the last two of 
which have been with the agency de- 
partment of the Home Life. 


Makes 99.9 Percent Record 


President T. A. Phillips of the Minne- 
sota Mutual Life reports that ordinary 
| business of that company the first nine 
|months this year was 99.9 percent of 
| that in 1930. Group and reinsurance 


| . 
| business shows a loss. 


ol 














change in its disability coverage but has 
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The Union Central Dividend Reduction 


ON ANOTHER page appears the announce- 
ment of a 50 percent reduction in dividends 
by the Union Centrat. While at first 
blush this may seem a rather heavy cut 
and possibly one not justified by the condi- 
tions we believe the company has made the 
right decision and should be commended 
for its courage in adhering to the basic 
principle of life insurance, which is safety 
at all hazards. 

One man’s guess is as good as another's 
as to what a fairly well selected farm 
mortgage which has been foreclosed and 
either held or resold on a contract will 
eventually bring. It is also within the field 
of speculation as to how soon the farming 
industry will revive. We may take our 
choice of opinions that revival is just 
around the corner or that it will be de- 
ferred for some years. 

A mutual life company cannot afford to 
deal in speculations or futures. The busi- 
ness of its management is to “play safe” 
at all times since the vast millions held by 
the life insurance companies of the coun- 
try are trust funds. 

Furthermore, we believe the Union Cen 
TRAL was wise in making a straight cut 
from its old schedule rather than to at- 
tempt to readjust the scale on the basis of 
actual experience. So far as actual facts 
and experience thus far determined are 
concerned it could not be said that the 
Union CENTRAL has as yet lost any money 
on farm mortgages. Should the farming 
trend turn upward very shortly, as so many 
predict it will, there might not be need for 
But look- 
ing at the matter practically as conditions 
stand today there have been some losses in 
farm mortgages and until the amount is 
determined the only thing to do is to take 
no chances and make a sufficiently large 


any reduction in its dividends. 


cut to put the position of the company en- 
tirely beyond doubt, 
sible. 

Assuming a capable and honest manage- 
ment, which no one can deny the Union 
CENTRAL, the policyholders receive their 
insurance at cost and have no right to ex- 


as quickly as pos- 





pect it at below cost. When an emergency 
like the present business and economic de- 
pression occurs, say once in a hundred 
years, the mutual life insurance principle 
is so adaptable as to cover it fully. With 
fairly good management and the present 
high gross rates charged, there is practi- 
cally no chance for such a mutual com- 
pany to fail and thus we shall see our 
great life insurance institutions fully able 
to ride out any economic storm, however 
severe. It would be absurd in a mutual 
company never to make a dividend reduc- 
tion. In our opinion the management of 
any company should have no hesitancy and 
is subject to no criticism whatever when 
it makes a dividend reduction, no matter 
how severe, provided the impulse comes 
from the desire to make life insurance com- 
pletely safe. 

The surety companies, which have been 
caught on real estate bond guaranties, and 
are close students of such matters estimate 
that their losses cannot possibly exceed 25 
percent of the face of the bonds upon which 
the interest has been defaulted or the prin- 
cipal unpaid at maturity. Applying this 
“rule of thumb” theory to life insurance 
foreclosed farm mortgages, at the outside 
it could not take more than two years of 
the dividend reduction to cover the UNIon 
CENTRAL’s farm mortgage situation. If 
the farming industry trend is upward very 
soon, the dividend reduction of 50 percent 
will be taken off or reduced long before 
the end of two years; but certainly agents 
and policyholders of the company will be 
much better satisfied to have this reduc- 
tion made at once and in a larger amount 
so as to get the farm mortgage situation 
behind them and over with as quickly as 
possible rather than to string it over a long 
period. The present dividend reduction 
will enable the company to show a large 
increase in its net surplus as of January 1 
and its liquid position will also be 
stronger than in years. 

Companies which are similarly situated 
both with regard to farm mortgages and 
railroad bonds, or for that matter to city 





C. A. Cannon of Concord, N. C., 
president Cannon Mills, has been elected 
a director of the New York Life. The 
board adopted a minute paying tribute 
to the memory of the late F. H. Revell 
who died Oct. 11 in his 82nd year from 
injuries received in a fall in his home 
at Riverdale-on-the-Hudson. Mr. Rev- 
ell was the senior member of the board 
in length of service, having been elected 
a director in 1906. 


Harry A. Chipman, manager of the 
Equitable Life of New York at Colum- 
bus, O., who has been in the west sev- 
eral months for his health, is now on 
a cruise to the canal zone and Cuba. 
He expects to return to Columbus about 
Nov. 14 


Albert A. Pilon, 59, general agent at 
Fond du Lac, Wis., for the Wisconsin 
National Life, died at his summer home 
at Lakewood Beach, as the result of a 
series of paralytic strokes which began 
last April. Mr. Pilon was with the 
Metropolitan Life for more than 15 
years. He was prominent in civic 
and political affairs at Fond du Lac and 
was also a past president of the Fox 
River Valley Association of Life Under- 
writers. 


D. V. Edmundson, who was president 
of the American Security Life of Bir- 
mingham, Ala., before it was merged 
into the American Life of Birmingham, 
and who is now soliciting for the com- 
pany, headed the list of producers in 
the company’s October bulletin. 


O. A. Ehrenclou, chief actuary of the 

Northern Life, has been elected presi- 
dent of the Insurance Society of Wash- 
ington. 
Hugh B. Keck, Chicago general agent 
for the Northwestern National Life of 
Minneapolis, was the first speaker in a 
series of lectures to be given this year 
at the University of Illinois under the 
auspices of the Alpha Kappa Psi, pro- 
fessional commerce fraternity. Mr. 
Keck’s subject was “Life Insurance.” He 
told his audience of university students 
that for the average man, life insurance 
is the only investment he can afford to 
make. 


B. Leo Talley, president of the Home 
Friendly Life of Baltimore, died at his 
home there Sunday night after an ill- 
ness of several months. He was the son 
of the late Bernard L. Talley, who 
founded the Home Friendly in 1884 and 
was one of the pioneer industrial life 
men in the country. Mr. Talley en- 
tered his father’s company as a field 
man and filled positions as claim ad- 
juster, and cashier before being elected 
vice president in 1895. At the death of 
his father in 1898 he was made secre- 
tary-treasurer and continued in this po- 
sition until 1927 when he was elected 
president. He is survived by his widow 
and a son, Bernard L. Talley, Jr. 


I. H. Case, Sormerty general agent of 
the Lincoln National Life in South 
Bend, Ind., now with that company in 
Los Angeles, has won the distinction of 
being the mightiest nimrod of all in his 
territory. He recently returned from a 
hunting trip in the mountains near Hol- 
lywood bearing the largest buck killed 
in that location this year. Mr. Case was 
highly feted by his friends and hunt 
clubs. 

George W. Harrison, veteran life in- 
surance man of the Twin Cities died in 
Minneapolis at the age of 64. For sev- 
eral years he was general agent in St. 








real estate mortgages and other securities, 
should in our opinion follow the example 
of the Union CENTRAL and uphold the 
traditional principle of life insurance which 





GEORGE W. HARRISON 


Paul for the Penn Mutual Life. He 
was prominent in association activities 
and was a leader in the old Northwest 
Congress. 


C. M. Biscay, advertising manager of 
the Western & Southern Life, delivered 
an address at the anniversary banquet 
of the Cincinnati “Fine Arts Journal” 
Oct. 14 on “Art and Journalism.” 


The many friends of George L. Wil- 
liams, vice-president and chairman of 
the board of the Union Central, will be 
interested to hear of the engagement of 
his daughter, Bernice, to Stephenson 
McGill, Jr., son of the newly appointed 
general agent for the Union Central at 
Fort Wayne. Miss Williams has been 

very popular in Cincinnati, and has made 
quite a name for herself in the realm of 
aviation. 

Dr. G. M. White, former second vice- 

president and manager of the selection 
of risks department of the Mutual Life 
of New York, died at his home in Mor- 
ristown, N. J., Oct. 16 at the age of 77 
He had retired from the Mutual Life in 
1929 after being with the company 42 
years. He was recognized as an author- 
ity on the medical aspects of life insur- 
ance. Dr. White was educated both for 
the bar and for medicine and was grad- 
uated from Yale law school and from 
the College of Physicians and Surgeons 
in New York. 
Miss C. Elizabeth Walker of the 
mathematical department at the home 
office of the Mutual Benefit Life has 
taken over the responsibilities of libra- 
rian and editor of the “Mutual Benefit 
Life,” the monthly publication of the 
company for employes. She succeeds 
Miss Mills, who has resigned. 


C. P. Orr, president of the Southern 
Life & ‘Health of Birmingham, Ala., has 
the distinction of being vice- -consul for 
Great Britain in the city. The British 
Union Jack flies beside the United 
States flag from the company’s home 
fice building. 

The Lincoln National Life leaders in 
paid business personal production for 
the first nine months are: H. E. Camp- 
bell, Columbus, O.: C. B. Rittenberry, 
of Amarillo, Tex.; Clyde Chaddick, San 
Antonio, Tex.; L. R. Lay. El Paso, Tex., 
and W. L. W halen, Philadelphia. The 
leading agencies for the first three quar- 
ters were: O. D. Douglas agency, 
Northern Indiana agency, Northwest 
agency, the southern California agency 
and the C. A. Wooster agency . 

J. M. Bannoff, Vincennes, Ind., man- 


ager for the Western & Southern Life, 
died Saturday. He had been connected 
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| LIFE AGENCY CHANGES 





Now Head of Detroit Agency 





Frank L. Klingbeil, Superintendent of 
Cleveland No. 2 District, Takes Charge 
of Michigan Ordinary Office 





Frank L. Klingbeil, who for ten years 
has been in Cleveland, where he was 
superintendent of the Prudential’s 
Cleveland No. 2 district, has been ap- 
pointed manager of the ordinary agency 
at Detroit, succeeding the late C. 
Bair. Seven Prudential superintendents, 
one division manager and one ordinary 
agency manager were trained under his 
tutelage. His plans include the complete 
organization of Michigan, as he will have 
supervision over the entire territory. He 
was born at Lorain, O., attended Phil- 
lips-Andover Academy and Yale. After 
graduation he went to Berlin where he 
studied insurance practice at the Univer- 
sity of Berlin, at the same time working 
for the Victoria Life. He worked in the 
home office of the Prudential for a 
while, then was assigned to an industrial 
office at Elizabeth, N. J. He served at 
various periods in Philadelphia, Buffalo, 
Hartford and Portland, Me. When he 
returned from the war he became super- 
jntendent of Lafayette, Ind. He was 
transferred to Cleveland in 1921. He is 
a past president of the Cleveland Life 
Underwriters Association. 





Pacific Mutual Appoints 
Spiegel at Indianapolis | 


The Wells-Williams Company, Indi- 
anapolis, Indiana and Kentucky general 
agent for the Pacific Mutual Life, has 
been dissolved. A. C. Wells retires on 
account of disability for the past five 
years and Mr. Williams will remain 
with the Pacific Mutual as agent in the 
Louisville office. 

John E. Spiegel, who has been with 
the agency 20 years, has been appointed 
general agent. John Sturm remains as 
cashier and assistant agency manager. 
The office will be located in the same 
quarters on the fourth floor of the 
Knights of Pythias building in Indian- 
apolis. 


H. R. Smith, R. M. Adams 


Two new managers for branches of 
the Jefferson Standard Life have been 
announced, Horace R. Smith at Hous- 
ton, Tex., and R. M. Adams at Little 
Rock, Ark. Mr. Smith has been in the 
insurance business for seven years. For 
four years he was a partner in Horace 
J. Smith & Sons. In 1929 he became 
agency supervisor of the Tulsa branch 
of the Missouri State Life and has been 
since that time assistant manager of the 
Oklahoma branch of that company. 

Mr. Adams has been a successful per- 
sonal production and organization man 
for the Kansas City Life in west Texas 
and later was associated with the Jeffer- 
son Standard in Texas. 


O. J. Simmons 


0. J. Simmons, formerly with the 
Michigan Mutual Life, has been named 
agency manager for the Michigan Life 
in Jackson, Mich., to succeed C. W. 
Dunham, who has resigned. Prior to 
his connection with the Michigan Mu- 
tual, Mr. Simmons was associated with 
the Ohio Life. He has been in the 
imsurance business 16 years. 


Paul Dorraine 


Paul Dorraine has been appointed 
general agent for the Eureka-Maryland 
Assurance at Cleveland, succeeding F. 
L. Wiesniewski, 





Minnesota Mutual Appointments 
J. P. Shields and Henry Bean as 


general agents of the Minnesota Mutual 
at Omaha. H. B. Bossert has been ap- 
pointed general agent at St. Louis. Si 
Harkema, who has been a member of 
the R. M. Tipling agency, has been ap- 
pointed general agent at Yakima to suc- 
ceed Mr. Tipling. 


B. C. Thurman 


B. C. Thurman has been appointed 
manager of the Baltimore agency of the 
Guardian Life. George A. Myer, who 
has been manager in Baltimore, con- 
tinues as associate manager. Mr. Thur- 
ae has been with the Mutual Benefit 

ite. 





J. W. Rivers 

J. W. Rivers has been appointed state 
manager in Oklahoma for the Union 
Central Life with headquarters in Okla- 
homa City. He succeeds S. L. Haynes, 
who will devote his time to personal 
production. Mr. Rivers was formerly 
state supervisor for the Penn Mutual at 
Little Rock, Ark. 


Bankers of Nebraska New Men 


H. N. Malmborg has been appointed 
general agent of the Bankers Life of 
Lincoln at Huron, S. D. He has had 
a number of years experience in life 
insurance, 

C. H. Jacobson has been appointed 
general agent at Waterloo, Ia. He for- 
merly lived at Sioux Falls, S. D., and 
was in life insurance there. 


Life Agency Notes 
John D. Neff and Hubert R. Botts have 
formed a partnership at Sullivan, Ind., 
as Botts & Neff. Mr. Botts operates the 
life, accident and health department. 
A. B. Hill, former state superintendent 
of public instruction of Arkansas and 


known for many years as one of the 
state’s leading educators, has been ap- 
pointed as special representative of the 
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Hartford Plans Announced 


Commissioner Dunham Is Honorary 
Chairman in Charge of Connecticut 
Insurance Day 


HARTFORD, Oct. 22.—Connecti- 
cut’s seventh annual “Insurance Day” 
will be observed in Hartford, Oct. 29. 
Commissioner Dunham is _ honorary 
chairman of the committee on arrange- 
ments and G. E. Turner, president the 
First Reinsurance of Hartford, chair- 
man. 

Vice chairmen are James L. Case of 
Norwich, and D. G. North of New 
Haven, representing fire and casualty 
agents and George L. Hunt, agency de- 
partment of the New England Mutual 
Life, is vice chairman representing the 
life agents. Samuel J. Putnam, New 
England manager Constitution Indem- 
nity is secretary. 

There will be a general program in 
the morning and separate sessions for 
life insurance and for fire and casualty 
insurance in the afternoon. The morn- 
ing program will be arranged by a com- 
mittee consisting of J. L. Case, J. H. 
Coburn, D. G. North and M. C. Terrill. 
The afternoon programs will be ar- 
ranged by officers of the Connecticut 
Life Underwriters Associations and the 
Connecticut Association of Insurance 
Agents. 

At the close of the afternoon sessions 
those attending the meetings will visit 





Bean & Shields have been appointed 


the new quarters of the Connecticut in- 





Join the 
‘Tower of Health League 


More than a million people have sent 
for copies of “Self-Directed Body- 
Building Drills” end Exercise 
Charts. Each week thousands of let- 
ters come to the Metropolitan Tower 
telling how proper exercise 
brought better physical and mental 
health to the members of the Tower 
Health League—the biggest gymne- 
sium class in the world. From the 
Metropolitan Tower special radio 
exercises are broadcast in fifteen 
minute periods every morning except 
Sundays and holidays. You may 
choose your own class each morning 
at whatever time is convenient, be- 
tween 6:45 and 8:00 A. M, 





Metropolitan Life Insurance 
Co., Dept. 10-NU-31 


One Madison Avenue, New York, N. Y. 


Please send me a free copy of “Self-Directed 
Body-Building Drills” containing diagrams and 
descriptions of the 32 exercises planned for the 
members of the Tower Health League. 
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IT up straight, take a deep breath and promise yourself 

three things—better health, better appearance and a 
greater capacity for success. 
The chances are that you have more brains than brawn and, 
like many others, lack the physical tone needed for your 
work whatever it may be. 
Perhaps you will say, “I get enough exercise and I have no 
desire for big, bulgy muscles.” Bulgy muscles are not 
essential to good health. Occasional week-end games will 
not develop the physical tone that comes only from regu- 
lated daily exercise the year round. 
The muscles you use each day are not the ones which need 
exercise. Those you do mot use need it. If you will begin 
stretching them this autumn, you will soon enjoy a sense of 
mental and physical well-being and be better fit to meet 
changing seasons. 
Will you try a few experiments in order to find out how 
many of your muscles are very much in need of exercise? 
Give yourself fifteen minutes of intelligent muscle-stretching 
in your own room. Within twenty-four hours you will 
know which important muscles have been neglected. 
Where vacuum cleaners and electric washing machines 
have replaced brooms and washboards, and automobiles 
have made long walks unusual, many a good muscle has 
gone soft. Muscles intended to be used in chopping wood, 
pumping water, digging, planting, rowing and swimming 
are likely to be forgotten by those who burn gas or fuel oil, 
turn faucets, have no gardens and seat themselves com- 
fortably in power boats or motor cars. 
Wake up the little used muscles which need exercise. Your 
heart is a muscle and the walls of your blood-vessels, 
stomach and intestines are largely muscle. If your dia- 
phragm—a muscle—is not exercised, your lungs can do 
only part of their work and the abdominal organs will be- 
come sluggish because they lack the stimulating massage 
which an active diaphragm gives. 
No one who has any organic weakness should exercise 
without the advice of a competent physician. Misdirected 
or too violent exercise may be harmful. Proper and in- 
telligently directed exercise promotes health for young and 
old and enables them to get more joy out of life. Begin 
to take regular exercise this autumn. 
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Visual 
Selling 


—a reality 


Through visual selling 
Bank Savings Life 
agents have been able to 
tell the true story of life 
insurance — and to tell 
it convincingly. Impres- 
sions through the eye 
outlive the spoken word. 
Such salesmanship _be- 
comes a_ well-ordered 
scientific process. 


PROVED IN THE FIELD 
BY 
Bank Savings 
Agents 


The volume of insurance 
produced by our agents 
month in and month out 
demonstrates the sound- 
ness and desirability of 
“Visual Selling.” Why 
not ask for more com- 
plete information about 
The Bank Savings Life 
methods and agency 
helps. 


TOOLS 
to help you 


SELL 


1 Pre-Approach Plan 


2 Canvassing 
Portfolio 


3 Illustrated Brief 


Write to 


GEO. L. GROGAN 
Vice-President 


In Charge of Agencies 


The Bank Savings 
Life Insurance 
Company 


Topeka Kansas 























surance department in the new state of- 
fice building. 


Newark Agency Conference 


The Alexander F. Gillis agency of the 
Provident Mutual Life in Newark held 
a one-day conference Thursday with J. 
F. Shindell presiding. Speakers were 
C. A. Tushingham, educational super- 
visor, and L. G. McDouall, associate 
trust officer of the Fidelity Union Trust 
Co. of Newark, who has just been made 
chairman of the life trust committee of 
the American Bankers Association. At 
the dinner Harvey Weeks, assistant 
vice-president of the Central Hanover 
Trust Co., New York City, formerly 


a well known life underwriter, talked 
on a new concept of the trust company 
and its relation to life insurance. 





Veterans’ Club Election 


NEWARK, Oct. 22.—At the annual 
meeting of the Veterans’ Club of the 
Mutual Benefit Life, the following offi- 
cers were elected: Harold A. Smith, 
president; Wilbur F. Osborn, vice-presi- 
dent; William R. Ecker, secretary, and 
Robert W. Thompson, treasurer. On 
the executive committee, besides the of- 
ficers, are A. J. Kirkland, J. F. Graether, 
C. G. Becht, J. W. Valentine and I. T. 
Mills. 
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List Insurance Day Speakers 





Strong Program Announced for Annual 
Wisconsin Gathering to Be Held 
in Milwaukee Oct. 28 





MILWAUKEE, O¢t. 22.—Attend- 
ance at Wisconsin Insurance Day here 
Oct. 28 is expected to reach almost 500, 
according to W. M. Wolff of the Fidel- 
ity & Deposit, general chairman. 

Commissioner H. J. Mortensen will 
deliver the address of welcome. This 
will be the first opportunity for many 
of the insurance men of the state to 
meet the new commissioner. Casualty 
interests will be represented by Henry 
Swift Ives, special counsel Association 
of Casualty & Surety Executives, and 
the mutuals by M. P. Luthy, assistant 
to the vice-president of the Lumber- 
men’s Mutual Casualty, Chicago. Mr. 
Luthy is to discuss insurance adver- 
tising. 

Dr. H. W. Dingman, medical di- 
rector Continental Assurance, Chicago, 
is to represent life insurance on the pro- 
gram. He will speak on “Life Insur- 
ance Selling.” Another address of par- 
ticular interest will be given by John 
Puelicher, president of the Marshall & 
Ilsley Bank, Milwaukee, and past presi- 
dent of the American Bankers Associa- 
tion, on “Economic Conditions.” 

A group of Wisconsin legislators will 
give ten-minute talks on insurance legis- 
lation introduced and passed at the 1931 
session. 

Following the business session, the 
Insurance Federation of Wisconsin will 
sponsor a dinner and dance, for which 
an unusually good program of enter- 
tainment is being arranged by George 
F. Haydon, manager Wisconsin Com- 
pensation Rating & Inspection Bureau. 





Heifetz School Starts 


The fall educational course of the 
Samuel Heifeitz agency of the Mutual 
Life of New York in Chicago started 
Tuesday night and will continue at 6:30 
p. m. on Tuesdays and Thursday until 
Dec. 3. The course is free to persons 
interested in life insurance as a perma- 
nent business, when not connected with 
other life insurance companies. Subjects 
that will be take up at the various 
classes are: Why life insurance selling 
as a life work? the life insurance con- 
tract, prospecting, the approach, presen- 
tation, sales resistance, life insurance as 
protection, life insurance as investment, 
taxation as it affects life insurance, and 
legal status of life insurance. The con- 
cluding session will be a summary and 
informal quiz. 





N. Y. Life Wisconsin Meeting 


About 100 agents of the New York 
Life in Wisconsin attended a one-day 
conference in Milwaukee. R. E. Peters, 
Minneapolis, inspector of agencies, was 
one of the principal speakers, and U. D. 
Ward, agency director, Milwaukee, di- 
rected the meeting. ‘A. Perkins, 
Kenosha, Wis., spoke on life insurance 
sales methods and at the luncheon gave 
an interesting description of his experi- 





'ences as a member of the Byrd Ant- 
arctic expedition. 


Research Bureau Clinic Held 


DETROIT, Oct. 22.—Forty general 
agents, life managers and their assist- 
ants heard a representative of the Life 
Insurance Sales Research Bureau pre- 
sent the fourth of a series of 12 life in- 
surance clinics sponsored by the Life 
Managers’ Association of Detroit at a 
luncheon last week. 


Mutual Benefit Meeting 


Oliver Thurman, vice-president and 
superintendent of agencies, and W. H. 
Beers, special agency assistant, will ad- 
dress the annual convention of the Chi- 
cago agency of the Mutual Benefit Oct. 
30. Wallace King of Lima, O., million 
dollar producer, and G. E. Reed, vice- 
president Harris Trust Company, will 
be on the program. Wives of agents 
as well as women agents will be guests 
at a dinner in the evening. 


Union Central Meeting 


Charles Hommeyer, vice-president in 
charge of conservation of the Union 
Central, Mark Trueblood, assistant su- 
perintendent of agents, and Fred Rust, 
head underwriter, attended an agency 
meeting of the Chicago office under 
Manager H. A. Zischke and were the 
principal speakers. 


Open Clearing House 


The Home Life has changed its plan 
of operations at Chicago, opening a 
clearing house which has complete 
charge of all premium collection, leav- 
ing its agencies free to concentrate on 
sales and recruiting and educating 
agents. The entire system remains un- 
der direction of S. C. Woodard, Chi- 
cago manager, whose office has been 
moved to 1025 One La Salle Street 
building. The clearing house is located 
in room 1149, the offices of the new gen- 
eral agent. J. Owen Stalson, in room 
1805. Manager Eric Ohman is in room 
1831 Insurance Exchange. 











Ohio Companies Classified 


A report just completed by Superin- 
tendent Warner of Ohio classifies the 
life companies which are licensed in that 
state as follows: Ohio companies, 13; 
foreign stock, 96; alien stock, 3; foreign 
mutuals, 30; Ohio assessment associa- 
tions, 4; Ohio fraternals, 27; foreign, 87. 





Another Hearing Called 


MADISON, WIS., Oct. 22.—Another 
hearing will be held Oct. 29 by Com- 
missioner Mortensen to discuss with 
representatives of the so-called benevo- 
lent associations, the opinion of the at- 
torney-general declaring the associations 
subject to the insurance laws of the 
state. 





Well Represented on Clubs 


The New York Life’s Chicago clear- 
ing house branch, Frederick Bruchholz, 








agency director, is well represented with 
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CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 
114 Sansome Street 437 So. Hill S 
SAN FRANCISCO LOS ANGELES 
aol 
ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7398 


CHICAGO, ILL. 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, F. A.I. A. 
CONSULTING ACTUARY 
Auther “A ents and Accounting for a Life 
asurance Company.”’ 
Attention to 
Legal Reserve, Fraternal and Assessment Busineso— 


ions 
North La Salle Street 


228 
Phene Franklin 6559 Chlieage 

















INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















HARRY C. MARVIN 
Consulting Actuary 

307 Peoples Bank Building 

INDIANAPOLIS, INDIANA 











MISSOURI 


ALEXANDER C, GOOD 


Consulting Actuary 
807 Paul Brown ~ St. Louis 


an 
800 Securities Building, Kansas City 

















NEW YORK 








MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














Woodward, Fondiller & Ryan 


Consultants 
Actuarial, Accounting and 
Management Problems 


90 John Street New York} 











LIFE INSURANCE AS A PROPERTY 
INVESTMENT 


“It will revolutionize Life Insurance 
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Nylic Club members. E. E. Andrews, 
agents’ counselor-at-large, is honorary 
yice-president and Charles De Morris is 
yice-president-at-large of the Top Club. 


that the act of shooting was not inten- 
tional. Accordingly, double indemnity 
was denied. 


Madison, Wis., has taken over the 
Farmers Life association of Humbird, 
Wis., to complete the fourth merger it 
has made with other Wisconsin com- 


the amount of the annual dues from his 
earned commissions. 

The Life Managers’ Club passed 
unanimously a resolution adopting the 
















The following are $200,000 club mem- 


bers: M. M. Bernstene, J. C. E. Allum, 
F. J. Ploger, E. W. Schmunk and 5S. J. 


Gall. 





Benefit Associations Merge 





— 2 - the 
The National Mutual Benefit Life ot | died last week. 





panies. The society was formerly 
known as the Beavers National Mutual 
Benefit, but the name was changed last 
summer because of a conflict in names. 





D. Seott Partridge, 
Travelers in Grand 


for 25 years with 
Rapids, Mich., 





Thurman at Oklahoma City 


Oliver Thurman, vice-president and 
superintendent of agencies, was key 
speaker at a one-day agency meeting of 
the Mutual Benefit Life in Oklahoma 
City last week. A banquet concluded 
the meeting. 











| IN THE SOUTH AND SOUTHWEST 








Great American Expanding 





San Antonio Company Is Adding to Its 
Organization and Is Writing 
$350,000 Monthly 





George V. Shipley, agency director of 
the Great American Life of San An- 
tonio, Tex., has been busily engaged in 
the expansion of the agency force. He 
apnounces the appointments of W. A. 
Diffey Jr., agency director at Dallas, 
and D. C. Griffen, general agent at Luf- 
kin, Tex. Mr. Diftey has been with the 
Capitol Life of Denver for the past 12 
years in Dallas. Mr. Diffey comes from 
an insurance family, his father having 
the general agency of the Capitol Life 
in Dallas. 

Mr. Griffin started out with a nice 
production and has appointed Ben Wal- 
ker as district agent at Palestine, Tex. 

The Great American has put about 
$2,000,000 on the books since starting 
about seven months ago. President C. 
E. Becker states that the company is 
now averaging about $350,000 per 
month. 


Occidental Officials on Tour 


Vice-President L. C. Cortright and 
C. E. Hyre, treasurer of the Occidental 





Life of Raleigh, N. C., have been tour- 
ing through New England and visiting 
New York after attending the annual 
meeting of the American Life Conven- 
tion in Pittsburgh. They stopped for a 
time in Hartford and called on insurance 
friends there. 


Double Indemnity Denied 
in Police Shooting Case 








When an insured police officer is 
killed attempting to arrest a drunken 
man who has just shot another police 
officer, the fact that it is possible for a 
man to be so drunk as to be uncon- 
scious of his acts does not take the case 
out of an exception in a double indem- 
nity clause of a life policy when “death 
results from bodily injuries inflicted by 
another,” the United States circuit court 
for the fourth circuit at Richmond, Va., 
held in the case of Johnson vs. Jeffer- 
son Standard Life. 

The court pointed out that there is 
some authority for the rule that under 
such an exception in a double indemnity 
clause, the bodily injury must have been 
intentionally inflicted by another. How- 
ever, even assuming this rule to be cor- 
rect, the court stated, there was no evi- 
dence from which the jury might infer 





News of Pacific | 
| Coast States | 








Q.K.’s Dues Deduction Plan 


Los Angeles Life Managers Club Favors 
Method Used in Several 
Other Cities 








A large attendance of members and 
guests marked the luncheon-meeting of 
the Life Managers’ Club of Los An- 
geles last week. Arthur P. Chipron, 
group supervisor of the George A. Rath- 
bun agency of the Equitable Life of 
New York, gave a short talk on the 
high lights of the recent convention of 
the National association. He urged that 
the future proceedings of the local asso- 
ciation of life underwriters, be given ac- 
tive support and cooperation by the 
managers and general agents. Robert 
A. Brown, president of the Los Angeles 
Association of Life Underwriters, who 
returned recently from the Pittsburgh 
convention, described the plan which 
has been adopted by the Pittsburgh, 
Cleveland, Chicago and a number of 
other associations, the idea being to 
have the underwriter applying for mem- 
bership in the local association sign a 
request addressed to his manager or 
general agent authorizing him to deduct 





plan as outlined. 


Unique Plan of Publicity 


A unique plan of local lead produc- 
tion and publicity has been instituted by 
J. J. Stegge, general agent of the Lin- 
coln National Life in San Francisco, It 
consists of bridge score pads with argu- 
ment-provoking copy about some life 
insurance question on the back of each. 
He distributes these cards, which are 
attractively printed, free to his friends, 
acquaintances, and prospects. During 
the lulls of a bridge party, before tables 
change, the subjects of life insurance 
and his company are before the people 
Mr. Stegge is most interested in seeing. 


W. H. Savage Honored 


The M. M. Waddle & Son home of- 
fice agency of the Great Republic Life 
of Los Angeles, held a luncheon meet- 
ing last week. W. H. Savage, vice- 
president and agency director, was guest 
of honor and was presented with $250,- 
000 of new business written in the first 
lap of the testimonial campaign in ob- 
servance of his 17th anniversary with 
the company. The principal speaker 
was Clyde C. Shoemaker, vice-president 
and general counsel. Brief talks were 
made by John B. Farr, agency super- 
visor; L. G. Haas, agency manager at 
Bakersfield; Charles V. Geren, general 
agent at Santa Ana, and E. C. Hurlbert. 


United Pacific Life Stock 


The United Pacific Life of Seattle re- 
cently offered 5,000 shares of stock and 
the policyholders, agents and office force 
purchased it without delay. These 
shares are not additional shares being 
sold but are part of a block held in the 
name of E, B. Sherwin, president, and 
H. O. Fishback, Jr., vice president and 
trustee. Vice President J. P. Fordyce 














work. 
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A Bag of Money 
A Monthly Income 


HE above is an unusual heading from an unusual Commonwealth Life booklet, ‘Keeping 
the Wolf from the Door" which thoroughly discusses the merits of a monthly income check 
in preference to lump sum payments of life insurance. 


This interesting booklet, one in a series of pamphlets which comments upon all factors of life 
insurance, is only one of the many advertising helps given agents of the Commonwealth Life— 
helps which enable our men to obtain a ready reception and which actually aid in 
closing business. 


Our policy of "Commonwealth Cordial Cooperation" gives agents a workable plan which 
helps them forge ahead and at the same time build a retirement income to care for their 
needs in those coming days when they desire to “‘ease-up."’ 
Cordial Cooperation” and you too can become contented, prosperous and happy in your 


|. Smith Homans, Vice President 


COMMONWEALTH LIFE INSURANCE CO. 


LOUISVILLE, 


KENTUCKY 


Investigate ‘Commonwealth 
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A League 


of the Nation 


The President called a council of his chieftains, 
seated himself at the head of the table, laid before them 
a plan for combating the great ogre Fear, and forthwith 
was mobilized in an inexhaustible quantity the coun- 
try’s gold. The dreaded ‘‘Closed”’ sign on the front door 
of the people’s depositories will no longer be numerous, 
a multitude will be saved from calamitous loss, and 
steady courage is already returning as the nation 
patiently awaits the return of a better day. 


In the meantime the great army of life insurance 
representatives continue their ceaseless work of building 
a protective bulwark around the homes and possessions 
of our people—while insurance already existent is still 
more clearly being revealed as the most helpful invest- 
ment, and the safest, that is available to Mr., Mrs., and 
Miss Average Citizen. 


THE 


Independence Square 





PENN MuTuAtc LIFE INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 
Founded 1847 

















GIRARD LIFE 


INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 


Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 


MEANS 


Larger first year commissions 
renewals 


Larger overwriting commissions 
All standard forms of policies (Participating and 


Non-Participating) 


Liberal disability benefits 

Double Indemnity benefit 

Guaranteed annual reduction in the premium 
Also cash dividends 

Low net cost 

Real Home Office Service 


Twenty-three years of careful and conservative man- 


agement 


has made the Girard Life one of the financial 


giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort to 


organiza 


tion and development of a General Agency. 


Write us giving a word picture of yourself and your 
experiences. Your correspondence will be treated as con- 


fidential. 








states that the company desires to have 
all connected with it interested in it 
financially. 


Atlas Life at Portland 


W. J. Harger, manager of the Atlas 
Life at Portland, Ore., has resigned. 
D. J. Hibbard of the Portland agency 
and his brother J. A. Hibbard, who has 


— —_—= 


represented the company at Wichita, 
Kan., have formed a partnership as Hib. 
bard & Hibbard and will represent the 
Atlas hereafter at Portland. 





Roy Ray Roberts, Los Angeles genera) 
agent State Mutual Life, was the gues; 
of honor at a surprise breakfast meeting 
held by his agency staff to celebrate the 
second anniversary of the establishment 
of the agency. 

















ACCIDENT AND HEALTH FIELD d 





Makes Rulings in Arizona 





Insurance Department Advises Com- 
panies of Three Positions It Has 
Taken on Accident Policies 





The Arizona department in addition 
to ruling that no accident policy will be 
approved after Dec. 31 if it contains a 
proviso that the benefits “are to be con- 
tingent upon the wrecking or disable- 
ment of any automobile or other vehicle 
or being accidentally thrown from such 
automobile or other vehicle,” also an- 
nounces that no health or accident pol- 
icy will be approved which provides that 
hospital benefits will be paid only to 
such policyholders as actually pay such 
expense. The department holds that 
this provision is discriminatory between 
policyholders of the same class. The 
third ruling requires companies to class 
septicaemia or blocd poisoning as an 
accident instead of sickness when it re- 
sults from an abrasion or a bruise. The 
order prescribes that claims be adjusted 
and indemnity paid in such cases under 
the accident provisions of the policy. 





Reformation Is Demanded 
in Some Accident Policies 





Commissioner Porter of Montana 
writing to companies issuing health and 
accident policies states that at the con- 


ference of Pacific Coast and mountain 
commissioners in Montana, Colorado, 
Utah, Wyoming, Idaho, California, Ore. 
gon and Washington a ruling was 
adopted whereby after Dec. 31 next no 
accident policy will be approved by 
these departments which contains a pro- 
viso that the benefits are to be contin- 
gent on the wrecking or disablement of 
any automobile or vehicle, for being ac- 
cidentally thrown from such automobile 
or other vehicle. Commissioner Porter 
states that approval is withdrawn on all 
forms containing any of these proyi- 
sions. A rider shall be attached to all 
policies eliminating the provision that 
benefits are contingent upon the wreck- 
ing or disablement of the automobile. 


Sample Contracts Not Yet Out 


NEW YORK, Oct. 22.—To effect cer- 
tain minor changes in the proposed 
standard accident forms determined 
upon by the Bureau of Personal Acci- 
dent & Health Underwriters the issu- 
ance of samples of the contracts, which 
it was assumed would have been before 
now, has been deferred for a few days. 


Corrick Succeed MacKinnon 


C. R. Corrick, formerly with the Pa- 
cific Mutual Life and the Central States 
Life, has been named manager of the 
Michigan Life’s health and accident de- 
partment to succeed R. H. MacKinnon, 
who recently joined the Zurich in Chi- 














cago. 
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Des Moines Welcomes Storer 





National President Began His Career 
in lowa—Life Insurance Only 
Certain Investment 





DES MOINES, Oct. 22.—A home- 
coming ovation was given Elbert Storer, 
newly elected president National associ- 
ation by the Des Moines association at 
its October meeting last week. In addi- 
tion to the full membership of the Des 
Moines association, 65 agency managers 
of the Bankers Life of Iowa from 34 
states were also present. Mr. Storer 
was introduced by Gerard S. Nollen, 
president Bankers Life. Mr. Storer 
began his insurance career in Des 
Moines 25 years ago. 


Dispels the Mystery 


“Taking the Mystery Out of Life In- 
surance” was the subject of Mr. Storer’s 
talk. Every one desires to save while 
in active life so as to have a sustenance 
for himself and dependents as old age 
comes on. The uncertainty of invest- 
ments may dissipate such accumulations 
over night and leave the owner stranded. 
Life insurance is not only an investment 
but it comes as the foundation of an 
estate that shall bridge over all losses 
and disappointments when the days of 
tribulation arrive. With the numerous 
life policies now available there is no 
trouble in making a selection that will 
meet all contingencies when the de- 
mands are the greatest and the needs 
most urgent. 

Francis Seefurth, Chicago, in a short 
talk stressed investment value of life in- 


surance. 








Dr. McCahan Gives Address 


University of Pennsylvania Man Con- 
demns Part Time Agent in His 
Newark Talk 








NEWARK, N. J., Oct. 22.—Of the 
200,000 life agents in this country, only 
about 10 percent write the bulk of the 
business, Dr. David McCahan, assistant 
dean of insurance at the Wharton 
School of the University of Pennsyl- 
vania, told the members of the Life 
Underwriters Association of Northern 
New Jersey, at Newark. He condemned 
the part time agent who entered the 
field for the purpose of doing something 
until he was able to obtain a better po- 
sition. He said that it was not alone a 
bad thing for the business as a whole 
but had its effect on the public. There 
is a tremendous waste in breaking down 
sales resistance, said the speaker, caused 
entirely by incompetent agents. 

Causes of Lapses 


One of the reasons for lapsation, said 
Dr. McCahan, was improper selling at 
the start. Other factors for the falling 
off of life insurance is where an agent 
leaves the field and no one renders serv- 
ice to the policyholder, and changes m 
fundamental economic conditions. He 
mentioned the fact that a large number 
of colleges and universities had installed 
in their courses of training the subject 
of insurance and were co-operating with 
the American College of Life Under- 
writers. He also advised his listeners 
to discourage policy loans as much as 
possible as it so often led to the lapsing 
of the policy. 





Dr. S. S. Huebner, University of 
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Pennsylvania, was tendered a dinner by 
the general agents, managers and key 
men in the various agencies here, in 
honor of his opening the life insurance 
course which is being sponsored by the 
life underwriters association in coopera- 
tion with the Seth Boyden School. 
President E. D. Fénch, Sr., of the aso- 
ciation, presided. 
* * * 

Detroit—The Detroit association under 
the leadership of Hugh Van de Walker 
of the American Life has organized a 
c. L. U. class of 49 members. It meets 
every Monday from 6 to 8 p. m. W. O. 
Menge, assistant professor of mathe- 
matics University of Michigan, is con- 
ducting the class. 

* * * 

Colorado—The Colorado association at 
its October dinner in Denver listened to 
a talk on “Silver versus Gold,” by G. P. 
Peters, United States National Company. 
Guy J. Jay and J. S. Edwards, agency 
managers Sun Life and Aetna Life, pre- 
sented outstanding features and sales 
helps from the convention of the Na- 
tional association. E. D. White, San 
Francisco, western department Equita- 
ble of New York regional group super- 
visor, spoke on the economic situation. 

* * * 


Buffalo, N. Y.—The Buffalo association 
held a dinner meeting last week with 
Prof. S. S. Huebner, University of Penn- 
sylvania, as speaker. He said the non- 
shrinkable character of insurance as in- 
vestment is an ideal selling point in 
times such as this. 

* * * 

Birmingham, Ala. Few complaints 
are made against old line life companies 
said Commissioner “Greer of Alabama in 
a talk to the Birmingham association 
last week. In the nine months he has 
only 24 complaints, most of them being 
without just cause. Mr. Greer was wel- 
comed back to the association of which 
he is a member for the first time since 
he took office. Reports on the national 
convention were made at the meeting 
by Tram Session, agency manager Massa- 
chusetts Mutual Life, and B. S. Griffith, 
agency manager Pan-American Life. 

* * * 

Texas—The Texas association will hold 
its annual meeting in Houston either 
Oct. 24 or 26. Matthew Brown of San 
Antonio is now state president. 

* * * 

New York City—The executive com- 
mittee of the New York City association 
has appointed a committee to cooperate 
with the local emergency unemployment 
relief committee, composed of T. M. 
Riehle, Equitable Life of New York, 
chairman; C. D. Connell, Provident Mu- 
tual Life; J. S. Myrick, Mutual Life of 
New York; M. L. Lane, Connecticut Mu- 
tual Life, and G. C. Wuerth, Penn Mutual 
Life. 





‘ s&s 
Mississippi Coast—'‘‘Today life insur- 


in the budget of every well regulated 
family, and its value in the protection 
of homes, in the conservation of prop- 
erty and in providing guarantee against 
the hazards of dependency, is apparent 
to millions of people throughout the 
world,” said T. G. McLeod, former gov- 
ernor of South Carolina, now an execu- 
tive of the Life & Casualty, in address- 
ing a meeting of the Mississippi Coast 
association at Gulfport on “Life Insur- 
ance as a Factor in American Life.” 
Governor McLeod was introduced by C. 
A. Galloway, president of the associa- 
tion. 

Earl G. Shahan of Jackson, Miss., state 
supervisor of the Kansas City Life, 
spoke on “Loyalty,” and emphasized the 
importance of this trait of character in 
all business relations. He was intro- 
duced by H. H. Sneed, Jr., agent Kan- 
sas City Life at Gulfport. 

* * * 

Syracuse, N. ¥Y.—At the meeting of the 
Syracuse association, George F. Foster, 
superintendent of agencies of the Union 
Mutual, gave a talk. He said that every 
life man should set a production objec- 
tive based on his minimum standard of 
living. W. L. Boyce, agency manager 
Equitable of New York, who is president, 
presided. 





*x* * * 

Davenport, Ia.—J. E. Walker, Lansing, 
Michigan state manager Guaranty Life, 
spoke at the first fall dinner meeting 
of the Davenport association this week 
on “The Essentials of Success.” 

x *x * 

St. Paul—Bankers and prominent bus- 
iness men were special guests of the 
St. Paul association Tuesday to hear 
Roger B. Hull, National association 
Members of the Minneapolis association 
also were guests. Mr. Hull discussed the 
part life insurance will play in warding 
off future depressions in business. 

* ns * 

Galesburg, Ill.—At the Galesburg as- 
sociation October meeting N. P. Blan- 
chard, Champaign, first vice-president 
Illinois association, outlined the manner 
in which local association can cooper- 
ate with the state and national asso- 
ciations. 





x xk * 

Pine Bluff, Ark.—Howard Conley, Lit- 
tle Rock, New York Life, spoke at the 
October meeting of the Pine Bluff asso- 
ciation. 





x* * * 

Mobile, Ala.—The Mobile association 
heard reports by President Poe Mont- 
gomery, Henry Wright, Thompson Mc- 
Rae, Steele Partridge and E. A. Zel- 
nicker on the National convention at its 
last meeting. The association adopted 
a resolution inviting Frank L. Jones, 
vice-president Equitable Life of New 
York and former president of the Na- 
tional association, to come to Mobile and 
deliver an address. A directory showing 
215 agents in Mobile, representing 33 
companies, has been compiled by the 





ance is accepted as an essential feature 


association. 








NEWS ABOUT 


LIFE POLICIES 








New Policies, Premium Rates, Dividend 
Policy Literature, Rate Books, etc. 


PRICE, $5.00 and $2.00 respectively. 





Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively 


is, Surrender Values, and all Changes in 














Multiple Option Form Out 


Continental Assurance of Chicago Issues 
Contract Hailed as Complete In- 


surance Service 


The Continental Assurance of Chi- 
cago is bringing out a “readjustment 
multiple option” policy which is de- 
scribed as having an extremely low 
cost, and flexibility through special op- 
tions which offer a complete service. 
The first annual premium is about the 
Same as for participating ordinary life. 
However, at the beginning of the second 
year three options are offered of which 
the imsured is to select one. ‘ 
.Option one is additional insurance be- 
ginning with second policy year at no 
mereased premium. The additional in- 
surance varies in amount depending on 
age but is always approximately 40 per- 
cent of face of policy. The policy then 
continues on ordinary life plan for in- 
creased amount. This option is given 
automatically when no other selection 





is made by insured. The additional in- 
surance is given at once and not in small 
additions to face of policy made over a 
number of years. 

Option two is to continue policy for 
face amount at same premium, for 
which an endowment is provided for re- 
tirement, the period of endowment be- 
ing determined by age at issue. Under 
endowment option a cash _ settlement 


| may be taken in full or an income chosen 


for life and under several plans. The 
assured may wait until policy matures 
or he wishes to retire and then select 
the income plan fitting his needs. 


Continued at Low Rate 


Option three is reduction of pre- 
mium in second year, when policy is 
continued for face amount on ordinary 
life basis but at guaranteed rates lower 
than ordinary life. Disability income, 
waiver of premium and double indem- 
nity may be included. 

The Continental describes this policy 


as giving permanent protection with a 
definite thrift plan, a retirement or old 
age income, increased insurance at very 









WM hen the Going Js Rough 


The time to appraise men is when diffi- 


culties must be surmounted. 


Anybody will 


find the travel pleasant on Easy Street. 


It is to 

credit of the Life Insur- 

; ance fraternity that they 
have preserved the great 


the everlasting 


ideal of their calling 
despite adverse economic 
conditions. 


Remember Stirling’s couplet: 


“A pilot’s part in calms cannot be spy’d; 
“In dangerotts times true worth is only 
tried.” 
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G& The Lincoln National Life 
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Fort Wayne, Ind. 
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Reasonable 


Writing all standard forms of participat- 
ing and non-participating insurance con- 
tracts. Liberal and profitable contracts 
offered dependable men who desire 
success. 

S. M. Cross, President 


COLUMBIA LIFE 


Desirable terri- 








smi xessetr: ll INSURANCE COMPANY 
Cincinnati, Ohio 





juvenile policies 


“,.-JUST LIKE DAD’S” 


An Illustration 
TWENTY PAY LIFE—(End. @ 85) 


AGE 1 DIVIDENDS may be 
Annual Deposit. .$21.63 used for the reduction of 


Sead Memmeeal 11.25 premium; left to accum- 


: ulate at interest, or used 
Quarter -Annual. 5.73 to purchase participating 
Deposits are further re- 


paid up additions. 
duced by annual divi- In case of either of the 
dends payable at the end latter, dividend accumu- 
of the first year and there- 








lations and values may 
be used to shorten prem- 











after. ium paying period or to 

20th Year Cash Value hasten maturity as an en- 
$290.09 dowment. 
AMOUNT PAYABLE IN EVENT OF DEATH 
Ist Year | 2nd Year | 3rd Year | 4th Year | 5th Year 
and there- 
after 
$200 $400 $600 $800 $1,000 

















(NOTE: For a small additional premium, provision 
lor Payor Insurance may be added. 


MUTUAL TRUST 


LIFE INSURANCE ~SOMPANY 


















cnuicaco 
thainow 


“as mureenazoes FAITHFUL 


This is the tenth of a series concerning Mutual 
“Trust Life Insurance Company’s Juvenile Datel creel 





























low guaranteed cost, definite settlement 


— 


ferson Standard Life. The company al. 


services to beneficiaries and a program | ready had a similar policy effective at 


to meet changing conditions. 

An illustration is given at age 35, 
amount $10,000, premium $278.60. Un- 
der option one, $4,240 additional insur- 
ance without medical examination will 
be given during second and succeeding 
years. Under option 2 at the end of 28 
years on maturity of endowment, $10,- 
040 cash will be available or a paid up 
life policy for $10,000 and $3,400 cash, 
or life income of $1,009.90 annually or 
$88.10 monthly; or $5,300 cash and pol- 
icy continued at reduced premium for 
income of $884.70 annually or $74.90 
monthly, ten years certain and for life. 
At the end of 20 years a paid up life 
policy for $10,400 might be taken. 

Under option 3, a $10,000 policy would 


go on a reduced premium basis of 
$191.50. 
Rates for $10,000 are: 
Opt.1 Opt.2 Opt.3 
Add. End. Red. 
Ins. for Prem. 
$176.20 $5,120 $10,520 $112.60 
98 10,250 125.00 
770 #10,550 141.50 
570 10,350 162.00 
10.040 191.50 
020 10,590 227.60 
790 10,470 2 
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840 11,190 


Equitable Has New Annuity 


Single Payment Continuation Policy 
Announced—Has Cash Value Until 
Monthly Income Starts 


The Equitable Life of Iowa an- 
nounces a new single payment income 
continuation policy. It is a single pre- 
mium deferred annuity contract, partici- 
pating prior to beginning of the annuity. 
It carries an increasing death benefit or 
cash value. The death benefit is $1,000 
until the cash value exceeds that 
amount at the end of the third year. A 
single premium of $1,000 is allowed to 
accumulate until an age selected by the 
annuitant (between 50 and 70). At that 
time the cash value is applied to pur- 
chase a life or refund annuity. The 
tables below give the cash value and the 
amount purchased by $1,000 cash value 
at attained age. 

For instance, $1,000 premium at age 
35 will have a cash value at the end of 
25 years of $2,174. At age 60 the in- 
come purchased by $1,000 on the life 
annuity plan is $7.56 monthly, so $2,174 
will purchase a monthly life annuity of 
$16.44, 


Cash Surrender Values per $1,000 Unit 





End End End . 
of Yr. Value of Yr Value of Yr. Value 
ae fF ans <s oe 4 

2 986 22 1,961 

3 1,020 23.... 2,030 

4 1,056 24 2,101 

&.... 1,093 Be.scs See 

6 - 1,131 26.. 2,250 

7 . 1,170 eS 2,329 

8 - 1,211 ee 

rT. | 29.... 2,496 
10.. 1,298 30 - 2,582 . 5,138 
Bees 1,343 3 . 2,673 . 5,3 

> a 1,390 32.... 3,766 - 5,5 
13.. 1,439 33.... 2,863 . 5,6 
Shisee Bee 34.... 2,963 - 5,896 
Bescon Saee 35.... 3,067 f 6,102 
ii<<sa.ee 36.... 3,174 56.... 6,316 
(ee tccsé eee 57 - 6,537 
18. - 1,709 38.. 3,400 58.... 6,766 
19.... 1,769 39.... 3,519 59.... 7,003 
20.... 1,831 40.... 3,643 60 7,248 

Monthly Income for Each $1,000 
Re- Re- 
Life fund Life fund 

Age Form Form Age Form Form 
5 $5.98 $5.52 Pe Ba: $6.79 
51 6.10 5.61 62 8.00 6.95 
5.7 SBecce . ee 7.11 
Se 5.81 64. 8.49 7.27 
54.... 6.51 5.91 65. 8.75 7.45 
55.... 6.66 6.02 66.. 9.03 7.63 
56. 6.82 6.13 67.. 9.33 7.82 
i acc«¢, Ge 6.25 re CC: 8.03 
aeveue mee 6.38 69....° 9.98 8.24 
aa FC 6.51 70 10.34 8.46 
60 - 7.56 6.65 





Jefferson Standard Issues 
New Life Income Policies 


Life income policies with endowments 
at 55 and 60 are announced by the Jef- 








65. 

The new policies are on a non-par. 
ticipating basis with minimum amount 
2,500. Income beginning at maturity 
is $10 per thousand with a nine-year 
guarantee period. Extra premiums are 
permitted to provide for a continued jp. 
come after maturity so long as either 
beneficiary or insured may live, coupled 
with a nine-year guarantee. In event of 
death before retirement age the face 
amount or paid-up value, whichever, js 
greater, is paid either as a whole or by 
installments to beneficiary. The life jp. 
come endowment at 55 has a maturity 
value of $1,570 per thousand, the age 69 
maturity policy has a maturity value of 
$1,390, while the age 65 maturity policy, 
in use since 1927, has a maturity value 
of $1,223 per thousand. These cash 
values can be taken by the insured jp 
lieu of the life income if so desired, 





Continental Assurance 


The Continental of Chicago announces 
two income forms, one a deferred cash 
refund annuity with annual premiums, 
and the other a retirement income con. 
tract, starting at ages 50, 55, 60 or 65, 
also on annual premium basis. Both wil] 
be issued with waiver of premium and 
a disability income. Cash and loan 
values are offered. In addition, any one 
sum payment may be taken under any 
of the company’s regular. settlement 
options. The cash refund contract may 
be written with income to start at 
either age 60 or 65. In the event of 
death before the retirement age all pre- 
miums paid will be returned, and in case 
of death after that age, the company will 
pay in one sum the difference between 
the annuity payments paid and the total 
premiums paid. 

The retirement income contract has 
an optional income privilege available 
from 10 years prior to the age when 
income payments are to start to ten 
years after this age, except on the con- 
tract at age 65 the optional income is 
not available after age 70. The income 
will be paid 120 months certain and for 
life. In event of death of annuitant before 
the income commences a certain portion 
of the premiums will be returned plus 
interest. This amount in case of death 
at early ages approximates the amount 
of the premiums, and in later years is 
greater. 


Southeastern Life 


The Southeastern Life of Greenville, 
S. C., announces a new line of juvenile 
policies that are written at ages from 
day of birth to 14 years. Death benefits 
are graded only to age 5: Disability 
and death payor benefits are granted 
on the life of the parent or other person 
paying the premiums, subject to insur- 
ability. The juvenile policies are issued 
on the following plans: 20-payment life 
(endowment at 85), 20-year endowment, 
and endowments at ages 16, 17, 18, 19, 20 
and 21. 


Minnesota Mutual Life 


The Minnesota Mutual announces that 
after Nov. 1 it will not take any appli- 
cations for its investment bond, its “life 
annuity with specified return” from 
brokers. It will not accept this business 
even if brokerage is placed through one 
of its agents. The Minnesota Mutual 
says that a number of companies have 
discontinued the issuance of investment 
bonds but it will continue the contract 
for the benefit of its own agents. 





California-Western States Life 


The California-Western States Life an- 
nounces that it has no intention at pres- 
ent of withdrawing the income disability 
provision from its life policies. There 
will likely be some additional restric- 
tions found necessary but the company 
states that it has not lost so far as its 
disability is concerned. 


Western & Southern Life 


The Western & Southern Life calls 
attention to a change in its disabiilty 
benefits on ordinary policies. In the 
future disability income of $10 a month 
wil Inot be accepted on policies of more 
than $5,000 or $50 a month. The dis- 
ability benefit for premium waiver only 
will be written for the same amount as 
heretofore. 
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| SMALL TOWN AGENT’S DISABILITY VIEWS 


(CONTINUED FROM PAGE 4) 


and when they are properly educated, 
they will not want it for less money 
than it cost the companies to provide it. 
Total and permanent disability cover- 
age is a service that is here to stay, and 
it will be provided by some other kind 
of organization if the life companies do 
not provide it. 
Should Keep the State Out 


“Politicians are always ready to seize 
upon everything that can be used to 
their advantage. So, if the life compa- 
nies discontinue to write disability in- 
surance they will start a campaign to 
ut the state into that kind of business. 
very time the state enters any kind of 
business that business is bound to suf- 
fer, and private ability and industry be- 
comes stifled. For heaven’s sake, don’t 
encourage the state to get any more into 
business than it is at present, but push 
it out, if possible, where it is in already. 
If the state does enter the disability field 
when the insurance companies make 
their exit I am sure that no one will 
be sorry for the companies. They con- 
ceived the idea of disability coverage 
and educated the people to its utility 
and imperative need, and made it popu- 
lar and created the demand, apparently 
in order to get the people to become 
insurance minded. When the depres- 
sion came along they raised a hub-bub 
amongst themselves and walked out be- 
fore the average client knew what it 
was about, hoping to still reap a golden 
harvest under the favor of the popu- 
larity created by what can rightfully be 
termed the most ideal insurance service. 


Should Work Out Practical Plan 


“Why talk about how to quit? That 
is the easiest thing in the world to do. 
Why not talk about keeping on? Any 
one can turn back, but strong men go 
forward. If a serious depression does 
not in some way trouble the minds of 
our insurance executives as much so as 
it does the minds of executives in other 
lines of business then the insurance 
companies are special privileged weak- 
lings in our financial structure and 
should be carefully guarded lest their 
ease should cause them to fail. 

“Troubles bravely met make strength, 
and no doubt life insurance executives 
will be able to work out a way to suc- 
cessfully write disability coverage in 
connection with their life contracts. Let 
them meet their problems with adequate 
rates at proper ages with proper under- 
writing practices. 


Does Not Believe in Standardization 


“I do not think allowing the state de- 
partments to offer a standardized dis- 
ability coverage and higher rates than 
now prevail will in any way solve the 
problem. To standardize any form of 
service is to go backward. Let com- 
petition prevail—anything to push the 
state more out of business and into the 
background. Let’s have universal and 
inter-company use of all experience and 
Statistics. Let the companies set up dis- 
ability departments. Let premiums be 
paid at all times during disability. Have 
a revision of disability rates every three 
to five years. Those not desiring to pay 
the increase could drop out. Let the 
companies practice sound underwriting. 





Let the application be more searching. 

“The agent’s advice letter accompany- 
ing the application should strive more 
to secure deeper knowledge than the 
agent most often may have of the risk. 
Let the companies quit hiring worthless 
part time men who write a few applica- 
tions on their broken down friends who 
have peddled their applications for 
years. Let companies train their agents 
in practical honesty instead of high 
sounding theory that is so beautiful that 
it makes the agent honestly feel that 
he can honorably give protection to a 
suffering fellowman who scoffed at in- 
surance until he began to get fat and 
needed to play golf for his health. Yes, 
men can be educated in honesty. Chil- 
dren are educated in honesty, and 
surely men can walk where children’s 
feet have trod. 


Get Capable Men in Office 


“Let the insurance companies use to 
greater extent their power and good in- 
fluence to put sensible men of honest 
Capacity into legislative and executive 
position instead of electing pin headed 
politicians. Let them fight unjust court 
decisions to the last ditch. Let them 
educate the insuring public as much 
about the proper use of disability in- 
surance as they have about the improper 
use of it during the last 12 years. Again 
speaking of education in practical hon- 
esty I wish to state at this juncture of 
my discussion that I know of a few men 
who are receiving a total of about $500 
per month total and permanent disabil- 
ity income from two large companies 
that went on the risks after they be- 
came uninsurable. Most of this insur- 
ance was written by some agents who 
stayed in business only a few months. 
One large policy was written by an 
agent, who is reputed to be successful, 
for a man who was already receiving a 
large disability income from a large 
company. Of course an honest compe- 
tent examiner would not permit such a 
class of business to get by him. So, 
there is another place where a lot of 
money can be saved—by weeding out a 
lot of unscrupulous examiners. 


Might Reward Profitable Agents 


“The companies too might improve 
their business by working out some 
kind of a plan whereby a scrupulous 
agent might be awarded additional com- 
pensation for his services if the class 
of his business merited it after an ade- 
quate number of years to test it. Natur- 
ally this rule would work the other way 
with the other classes of agents, or per- 
haps I should say class of agents. Let 
the companies grant only waiver of 
premium during the first year or 18 
months of disability and income after 
that period. Let the companies not 
grant more income than two-thirds of 
the insured’s income when he was regu- 
larily employed at regular wages pro- 
vided by his employe’s wage scale, and 
grant not more than $150 per month or 
maybe it could be raised to $200 per 
month to any one. 

“The majority of the agents demand 
disability coverages for their clients and 
with proper information, advice and 
training they will go a long way to co- 
operate with their companies in order 











OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
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ATLANTIC 
ADVANTAGES 


Atlantic underwriters receive inspiration 
from the opportunity to qualify for mem- 
bership in the various producers’ clubs 
maintained by the Company, such mem- 
berships carrying with them substantial 
awards, 






ATLANTIC LIFE INSURANCE CO. 


Richmond, Virginia 


Angus O, Swink, President Wm. H. Harrison, Vice Pres, & Supt. of Agencies 


Honestly, It’s the Best Policy 




























Preface 





It was to the purpose of safeguarding finan- 
cial futures that the Mutual Benefit was 
dedicated over eighty-six years ago. Expe- 
rience gained in over three-quarters of a 
century of judicious investment of funds 
renders it one of the strongest financial in- 
stitutions in the world today. A portfolio 
of the country’s soundest securities backs 
every outstanding policy contract. In view 
of these facts, insuring in the Mutual Bene- 
fit is a fitting preface to financial security. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 





--modern life insurance since 1845.. 
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October - November - December 
1931 


What will they mean to you? 


When the present year comes to a close, will it find 
you further advanced along the pathway to success? 
MAKE THE ANSWER "YES." Take advantage of 
the opportunity now offered to all who contract with 
a Company whose policies are up to the minute and 
whose aggressive and progressive methods are re- 
sponsible for the remarkable record it has made. 


Ww 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Bankers National Life Building 


R. R. Lounsbury, 
President 


George Ramee, 
Vice President,” 
Supt. of Agencies 


JERSEY CITY, N. J. 














PRODUCER'S CONTRACT MAKES 
BUSINESS HIGHLY PROFITABLE 


@ The President of our Field Club has been under con- 
tract eight years, His first applicant had two small 
policies with two other companies. He now has four 
American Central Policies for a total of $26,434. His 
old insurance is likewise still in force. 


@ The unusual plan of renewal compensation in Amer- 
ican Central contracts ‘makes service for, and con- 
tact with, old policyholders highly remunerative—to 
say nothing of the excellent initial commissions on 
repeat business which result from this plan. 


@ This contract is offered only to those who are inter- 
ested in~ personal production—not General Agents. 
The American Central recruits its organizers from 
the ranks of the salesmen who have been successful 
in its service. 


Territories now under intensive development include 


Illinois, Indiana, Kansas, Michigan, 
Missouri, Ohio, Texas 


— 


American Central Life Insurance Co. 
Established 1899 Indianapolis 


Herbert M. Woollen, President 
“Guaranteed Benefits an Guaranteed Low Cost” 


quire an effective 


to place the service on a scientific basis 
so that it may be retained for the good 
of all concerned. 


“The accident and health companies 
can not give the service that it de- 
mands because their contracts cover 
only temporary periods of disability. 
But, if the life companies quit the dis- 
ability field there will be a great oppor- 
tunity for accident and health compa- 
nies to seize the opportunity, concen- 
trate on serious study of the question 


and work out rates that do cover the 
cost with a profit for the service ren- 
dered. When that time comes a large 
number of the agents will be quitting 
the life companies to connect with the 
accident and health companies. 

“The people want disability coverage 
The agents want the service for their 
clients, and it is up to the companies to 
provide it. 


Insurance Intelligentsia 
Have Lost Their Cunning 


(CONTINUED FROM PAGE 5) 


a life insurance contribution to the in- 
flation. 

We are once more getting back to 
common sense ideas relative to life un- 
derwriting. We are once more giv en to 
realize that not all men succeed in any 
business. We are beginning to realize 
that every man is entitled to his chance. 
We see that not all of the most prom- 
ising men make the best records and not 
all of the unpromising men fail to do so. 


We concede without resentment that 
we, you and I, are average men, since 
we realize as never before that the ‘ ‘high 


” of life insurance companies, 
great bankers, great manufacturers, in- 
ternational economists, prognosticators 
in trade and finance have proven, by 
their forecasts and what has occurred, 
that they are distinctly “average,” like 
ourselves. 

Attributes for Successful Salesmanship 


executives 


” 


There was no “new era,” and the final 
slump of the last inflation was merely 
history repeating itself, a little more for- 
cibly, perhaps, and today we are going 
through the same thing we have gone 
through before. We are getting ready 
for a new movement upward. In the 
life insurance business the greatest op- 
portunities lie with the man who recog- 
nizes, first, that he is an average citizen; 
second, that his time is the most valu- 
able asset he possesses; and, third, that 
it is only work that wins. Highfalutin’ 
schemes, plans, methods and _ theories 
will not of themselves do anything. It 
is the sensible, commonplace, sincere 
presentation of life insurance and what 
it is to a goodly number of people every 
day, six days of the week, which will tell 
the story during the next decade. By 
that time we may get into another one 
of our highbrow times. Let us hope not. 
In any event, in the meantime the life 
underwriter who will keep in mind the 
difference between an ordinary life and 
a twenty payment life and that the dif- 
ference only exists up to the time a man 
dies, and no widow ever asked what was 
the plan of insurance for which she re- 
ceived a check, and who carries his mes- 
sage without subterfuge, decoration or 
undue glorification, is certain to make 
good in this business. 

Simplicity of Presentation Gets Results 


We do not wish any man to forget 
anything he may have acquired in life 
insurance “book learnin’.”. We wish him 
to remember all of it which did him any 
good, and use it; and remember all he 
did learn which did not do him any 
good, so that he may forget it. In these 
times and for some time to come, the 
man who will achieve success in life 
underwriting is the man who will ac- 
working knowledge of 


life insurance and what it will do, and 


then work at the job of conveying that 
working knowledge in its specific appli- 
cation to specific prospects, a reasonable 
number of them every day and every 
week. There has never been a time in 
your life or ours when the simplicity of 
presentation, frequently made in a seri- 


Veterans Appear 
on This Program 


(CONTINUED THROM PAGE 5) 


The speakers from outside the field of 
life insurance include United States Sep. 
ator Arthur Capper of Kansas; Major 
William Duncan Herridge, Canadian 
minister to the United States; Bancroft 
Gherardi, vice-president American Tele. 
phone & Telegraph Company; Dr, Rob. 
ert Gordon Sproul of Berkeley, Calif. 
president of the University of California 


and C. F. Collisson, farm editor of the 
Minneapolis ‘ ‘Tribune.” d 
The National Convention of Tnsur- 


ance Commissioners, which will meet jp 
New York earlier in the week, will be 
represented at Friday morning's session 
by its president, C. D. Livingston, 

Owing to the fact that the Army- 
Navy football game is scheduled to be 
played in New York, Dec. 12, the day 
following the convention, it is expected 
that a number of those attending the 
sessions will remain a day longer jn 
order to witness that contest. 


Program in Detail 


The program of the Life Insurance 
Presidents’ Convention, as thus far de- 
veloped, is as follows: 
10, 


Thursday, Dec. 10 A. M, 


F. H. Ecker, 
Metropolitan Life. 


Chairman, President 


Address by Maj. W. D. Herridge, 
Minister from Canada to the United 
States. 

“A Retrospect of Fifty Years,” T. A. 
Buckner, President New York Life 

Messages of Greeting from American 
Life Convention, Canadian Life Insur- 
ance Officers’ Association and National 


Association of Life Underwriters. 


Thursday, Dec. 10, 2:30 P. M. 
“Selling Self-Reliance,” T. I. Parkin- 
son, President Equitable Life of New 
York. 
“Educating for Self-Reliant Citizen- 


ship,” R. G. Sproul, President University 
of California. 
“Investment Trends 
W. A. Law, President Penn Mutual Life. 
“An American Example in Self-Re- 
liance,” H. S. Nollen, President Equitable 
Life of Iowa. 


Friday, 


and Traditions,” 


Dee, 11, 10 A. M. 


“Underwriting Democracy Through 
Self-Reliance,” Alfred Hurrell, Vice- 
President and General Counsel Pruden- 
tial. 

“A Plea for 
Capper, United 
Kansas. 

“Supervision and 
D. Livingston, President 
vention of Insurance 
Commissioner of Insurance 

“A Review and Preview by an 
Executive,” A A. Welch, 
Phoenix Mutual Life. 


Friday, Dee. 11, 2:30 P. M. 


Arthur 
from 


National 
States 


Unity,” 
Senator 


Self-Supervis‘on,” C 
National Con- 
Commissioners; 
of Michigan 
Actuary- 
Pres.dent 


“Progress Through Research,” Ban- 
croft Gherardi, Vice-Pres'dent American 
Telephone & Telegraph Company, New 
York, 

“Protecting the Progiess of Self-Re- 
liant Peoples,” Thomas J. Tyne, Vice- 
President and General Counse! National 
Life & Accident, Nashville. 

‘Self-Reliant Agriculture,” C. F. Col- 
lisson, Farm Editor Minneapolis 


“Tribune.” 


To Speak to Mortgage Bankers 


The economic well-being of the na- 
tion as influenced by the condition of 
agriculture will command principal at- 
tention at the annual convention of the 


Mortgage Bankers Association to be 
held at Dallas, Oct. 27-29. “An Eco- 
nomic Policy for Agriculture” is the 


title of an address by T. A. Murphy of 
the Lincoln National Life and “Finane+ 
ing the Farmer” by D. W. Trick, Bank- 
ers Life of Iowa, both speaking from 
the viewpoint of the life companies. 
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pay such high dividends as right now. 
The honest man who will do an honest 
day’s work, telling an honest story in aa 
honest way, is coming into his own an 

















ous fashion, will get such results and 


his future is rosy. : 
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Agency Survey Discloses 
Way to Cull Small Fry 





Probably one of the greatest time- 
wasters of the average general agent 
and manager is the lack of any definite 
method except that of trial and error, 
of determining just who belongs to the 
“15 percent who write 85 percent of the 
business.” V. W. Wiedemann, manager 
western Missouri branch Sun Life, at 
Kansas City, has analyzed figures on 
experience on his agency, revealing 
some definite, measurable differences 
that are apparent in the first three 
months. 


Finds 30 Percent Pay for 
85 Percent of Total 


Out of 60 salesmen in the Wiedemann 
agency, 18 qualified for the Macaulay 
Club in the agency’s first full club year, 
by producing $5,213,647 out of $6,227,- 
570 total production. This was average 
production of $289,647 per man. Forty- 
two salesmen paid for $1,013,923, or an 
average of $24,141. In this case, 30 per- 
cent paid for 85 percent of the business. 

Hindsight is especially easy in life in- 
surance. It is very easy to know who 
are the successful or unsuccessful agents 
in the Wiedemann agency now, but how 
can Mr. Wiedemann be helped in deter- 
mining in the beginning, say after three 





Position Wanted 
Executive or sales supervisory con- 
nection desired by young man ex- 
perienced in administration and sale 
of Salary Allotment insurance. For 
further complete particulars write 
U-33, The National Underwriter. 
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months, those agents of success caliber? 
If general agents or managers could 
answer this question satisfactorily, it 
would be possible for them to devote 
their major efforts to training those 
from whom the agency will secure the 
most business. 


Successful Agents Are 
Found Eager to Sell 


Comparing the two groups, the 18 
men in Group 1 who paid for 85 per- 
cent of the business, without exception 
came into the agency and started trying 
to sell insurance immediately, whether 
they ever had seen a rate book or not. 
Though the fine points may change, 
there are certain definite things to be 
done in the life insurance business; cer- 
tain fundamentals which do not change, 
such as prospecting, making calls, etc. 
If a man will follow a definite plan 
vigorously he will get somewhere. 

For the first three crucial months the 
18 followed instructions practically to 
the letter. They practiced fundamentals, 
prepared 100 prospect cards at the start, 
secured an adequate filing system in 
which to keep birthday records, age 
change records, appointments, follow-up, 
etc. 


Agents Who Succeeded 
Adhered to Schedule 


Next, each diligently rehearsed three 
standardized sales talks, becoming 
skilled in their use. With but three ex- 
ceptions they all made a scientific study 
of their first three months’ work, kept 
daily report cards, and recorded calls, 
interviews, appointments, sales made, 
commissions and prospects. secured. 
Each knew just what he was accom- 
plishing. He knew just how much each 
call and each interview was worth in 
dollars and cents. 

Advised and coached to make at least 
three daily interviews, members of 
group 1 made serious attempts each day 
to secure these. To spur the new agent 
on he is given credit for an interview 
when he has asked a prospect three 
times to sign an application. Sometimes 
the goal of three was not reached: at 
other times it was exceeded. But at 
least the effort was made. 

All members of group 1 subscribe 
to one or more national insurance maga- 
zines, and the majority have been active 
in association affairs. Another differ- 
ence lies in the fact that members of 
group 1 set aside a definite period each 
day for planning the next day’s work. 
Then they proceeded to execute the 
plan. 


Wiedemann Believes This 
Is Major Difference 


Here lies one of the most important 
distinctions between those who have 
succeeded in the agency and those who 
have not, Mr. Wiedemann believes. The 
advice “Plan Your Work” is for the 
underwriter who is so anxious to get 
at the actual work he forgets to outline 
what he is going to do. But many agents 
are apathetic about their work, and they 
spend long periods planning it, possibly 
in many cases only to while away the 
working hours. Group 1 plans and 
executes well; group 2 plans but does 
not execute so well as group 1. 

Among members of the second group 
there seemed a lack of willingness from 
the very beginning to do the things 











YOU CHOOSE 


Vested Renewals 
Financial Stability 
Excellent Territory 
Equitable Compensation 
Liberal, Modern policies 
Constructive Sales Helps 
Personal Home Office help 
A Company that is forging ahead 


Sympathetic understanding of Agents 
problems 


Accident and Health as well as all forms 
of life 


No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with 


The Gem City Life 


INSURANCE COMPANY 
DAYTON, OHIO 


I. A. Morrissett, President, will gladly give you 
complete information. 











Prom every angle — 


To the representative who wishes to see a 
future in his profession, a Jefferson Standard 
contract is most satisfactory from every angle. 
Personal..... Policyholder ... . . Company. 


® Contracts direct with Home Office. 
® Liberal first-year and renewal. commissions. 


® Policies to fill every life insurance need, issued 
to all ages from day of birth to age 65. 


© .....And of course, full cooperation between 
the Home Office and the Man in the Field with 
personal assistance, and modern sales-helps 
and promotion methods. 


@ For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 


LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 





Home Office 


MORE THAN 370 MILLIONS IN FORCE 
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Organized Operating 





The Guardian Fieldman is 
equipped with organized visual 
presentations of proved selling 
power to satisfy the demands of 
today’s life insurance’ estate 
builders. 


The $l-a-Week Plan, the Fam- 
ily Income Presentation, the 
Estate Digest, and the Special In- 
come Annuity Presentation are 
only a few features of the tan- 
gible cooperation between the 
Guardian Home Office and the 
Field. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - + NEW YORK CITY 


























If you want to represent 
a company offering... 
quick service 
fair dealing 
personal attention 
active help 
home office cooperation 
attractive policies 
practical suggestions 
you need not look farther. The Shenandoah 


Life offers all these attractive features. 
Write Charles E. Ward, agency manager. 


W. L. ANDREWS 
Sec’y-Treas. 


E. LEE TRINKLE 
Vice-Pres. 


R. H. ANGELL 
President 


SHENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 





necessary—a hesitancy, a holding back. 
Whether it was the result of sales fear 
or lack of knowledge as to how to 
start, the condition existed. With but 
few exceptions the paid production of 
men in this group was nothing during 
their first three months, and the excep- 
tions paid for but $1,000 or $2,000. 


Group 1 Men Started 
to Sell Immediately 


On the other hand, members of group 
1 produced consistently from the start. 
Records of their first month’s—not their 
first three months’—production show 
that 13 produced $5,000 or more, and 
all produced something. Following is 
the record of each salesman in group 1 
during his first month in the business: 
$102,000, $42,000, $31,000, $17,000, $16,- 
500, $16,000, $13,500, $10,000, $8,000, 
$7,500, $7,000, $5,400, $5,000, $4,500, 
$4,000, $3,500, $3,450 and $2,000. 

Obviously, after three months of 
observation, general agents or managers 
should be able to determine to a cer- 
tain extent whether or not a man is 
going to repay the time spent on him. 


NEW YORK, Oct. 22.—The “green” 
salesman is getting along all right but 
the “blue” salesman is slipping, Man- 
ager J. M. Holcombe, Jr., Life Insur- 
ance Sales Research Bureau, told life 
managers and general agents last week 
at the first of a series of six classes on 
agency management which the New 
York Life Managers’ Association is 
running in conjunction with the bureau. 


Traveling in Circles 
by Talking Hard Times 


“There is plenty of evidence to show 
that the present day decline in new 
business is traceable to the falling down 
in production of the established agents,” 
said Mr. Holcombe. “Almost without 
exception managers report that new 
men seem to be doing as well as usual. 
Old agents are down badly—in some 
cases as much as 60 percent. Agents 
who wrote half a million in 1929 are 
today in some cases writing at the rate 
of less than $200,000. 

“Established agents are spending a 
great deal of their time in the office 
or doing a lot of useless talking about 
‘hard times.’ They are traveling in cir- 
cles and getting nowhere, 

“In 1929 people were in a buying 
mood, Buying was popular. Prospects 
bought with a minimum of sales resist- 
ance. The buying attitude of his pros- 


In the Wiedemann agency he is placeq 
in group I or II at the end of three 
months; or he is advised to resign from 
the business. Group I receives different 
educational matter, is given special 
marks of distinction. 


Agency Gives Special 
Attention to Hustlers 


A service manager acts as a sort of 
secretary to all large producers, prepar. 
ing competitive material, briefing cases, 
etc.; and there are other ways the 
agency assists members of this highly 
productive group. 

There are, of course, exceptions; men 
have entered the business two or three 
times before they finally made a success; 
but they are the exceptions which prove 
the rule. Success and failure usually 
have enough distinguishing character. 
istics that they can be determined within 
a period of three months, thus freeing 
the manager or general agent from the 
expensive “trial and error” method of 
culling poor insurance men, Mr. Wiede. 








mann believes on the basis of his survey, 


New Men Get Business—Old Timers 
Need Rejuvenation Says Holcombe 


pects and the ready money available 
made it possible for the agent to get 
results with an ‘order-taking’ technique.” 

Mr. Holcombe said that while there 
is no need of being foolishly over-opti- 
mistic, too many people bewail the fact 
that business has fallen off to a cer- 
tain extent without realizing that a far 
greater percentage is going on as usual, 

Summarized, Mr. Holcombe’s plan 
contained five principal recommenda- 


tions: (1) new prospecting plans for 


agents; (2) a presentation of the plans 
that are selling today; (3) a retraining 
on selling technique; (4) a new pro- 
gram suited to modern conditions; (5) 
more clear thinking about conditions as 
they really are—equipping salesmen 
with ideas to combat depression talk. 


Metropolitan Life Promotions 


The Metropolitan Life announces that 
Superintendent of Agencies Lawrence 
will take charge of the Keystone terri- 
tory and Superintendent Smithies will 
take the southern territory. Manager 
L. J. Zettler of the Jersey City Heights 
district in New Jersey is appointed su- 
perintendent of agencies in charge of 
northwestern territory. Mr. Zettler 
started in the home office as a clerk in 
August, 1913, 








My Company 

Because Fidelity is a good com- 
pany to work with, its field men 
instinctively say ‘“‘my company.” 
This reputation has been built by 
more than a half century of fair 
dealing under live-and-let-live con- 
tracts with close Head Office co- 
operation. 


Send for booklet 
“The Company Back of the 


Contract” 

















ceedingly successful lead service. It 
operates in thirty-nine states, in- 
cluding New York, on a full level 
net premium basis. It has more 
than $424,000,000 insurance in 
force, is financially solid and stead- 
ily growing. 

Income for Life 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 


Fidelity Offers 


Modern policy forms and an ex- 
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Mackenzie Tells Agents 
to Deal in Futures 





Manager of Agencies Mackenzie of 
the Manufacturers Life believes in 
agents “dealing in futures.” He means 
by that that an agent should cultivate 
youthful clients and therefore create a 
group of policyholders who will be in- 
creasingly valuable to him as time goes 
on. He suggests that agents keep in 
touch with graduating classes in the 
high schools and colleges and new re- 
cruits entering the business field. 


Small Policyholders 
Are Valuable Clients 


Mr. Mackenzie thinks it is a mistake 
for agents to keep away from these peo- 
ple or be indifferent to them because 
they are not able to purchase large poli- 
cies, Many of these he says who buy 
only a $1,000 policy today will be larger 
purchasers in the future. Young women, 
he thinks, provide a valuable future 
market whether they plan on marriage 
or a business or professional career. 
Life agents, he says, have found that 
business women, once their confidence 
has been won, are likely to become valu- 
able centers of influence in favor of the 
agents. Speaking further Mr. Mack- 
enzie said: 

“The most effective sales method for 
selling life insurance to the younger gen- 
eration will depend, to a large extent, 
on the agent and the type with which 
he has to deal. There is, however, one 
thing that should be kept in mind in 
presentation to this class of prospects. 
To deal successfully with the present 
generation, you must be able to ‘talk 
their language.’ Their interests and 
their problems are somewhat different 
from those of other prospects. If you 
adopt the paternal attitude of an older 
person advising a younger one, you will 


Tested Sales Shafts 
That Hit the Bull’s Eye 














“Could you use additional property or 
on in carrying out your plans for 
e 


* * * 


“What part of your income would 
you like to have continued for life with- 
out working at age fifty-five or sixty?” 

* * * 


“I am not interested in selling you 
all the insurance I can, but in selling 
you the very least amount of insurance 
you need. Would you like to see a plan 
for determining the minimum amount of 
surance a man should own?” 

as * * * 

If I were a salesman of some other 
commodity than life insurance would 
you allow me to display my samples?” 

* * * 

“Have you given any thought to the 
method of continuing the management 
of your estate beyond your period of 
Supervision?” 

“el * * * 

. “Business men everywhere are realiz- 
ing the need for pre-invested estates. 
~'¢ anyone ever explain to you how pre- 
Mvested estates may be built?’—Equi- 


probably antagonize the prospect. The 
younger man has some very definite 
needs for life insurance which are, to 
some extent at least, peculiar to him, 
and if you evidence the fact that you 
appreciate and understand these prob- 
lems you will win his confidence. 


Service Assures Results 
to the Younger People 


“To assure the profits of this future 
market there is one prime requisite. You 
must keep in constant touch with your 
policyholders. This oft-reiterated truth 
is doubly true in the case of younger 
policyholders. They are growing older, 
making new friends and establishing 
new contacts. Amongst these new con- 
tacts there may easily be a live life 
agent who will reap the benefit of your 
earlier efforts if you have not kept in 
touch with your client. It costs very 
little in time and effort to be courteous 
and friendly. A brief note of congrat- 


Addressing the Fargo Life Under- 
writers Association, Carl A. Peterson, 
supervisor of agencies for the North- 
western National Life, discussed the 
ways and means by which an agent 
should meet the present day conditions 
in life insurance selling. The conclusion 
he drew is that the matter resolves it- 
self into a problem of prospecting. 

He said the investing public is in a 
very much confused and bewildered 
state. Almost everything that has been 
regarded as a good investment in the 
past has been disappointing if not dis- 
astrous. When approached on the mat- 
ter of investing in anything prospects 
will bring up any possible excuse or 
alibi that occurs to them. The agent 
must not assume too soon that a man 
has no money and is not in position to 
make an investment. His big job is to 
find out who has the money and then 
go to such people with his proposition. 


Depressions in the Past 
Have Been Much Worse 


While there is a great deal of talk 
about the bad business conditions today, 
it must be remembered that depressions 
in the past have been much worse. 
“How many railroads are bankrupt to- 
day?” asked Mr. Peterson. “None that 
I know of, and yet in 1893 there were 
169 railroads in bankruptcy. The Union 
Pacific stock which has finally gone be- 
low a hundred, was at that time down 
to $4 a share and Northern Pacific which 
has shocked many people by going un- 
der 20 was at that time 25 cents a share. 
The Haymarket riot in which a number 
of people were killed in Chicago was a 
symptom of labor dissatisfaction much 
more serious than anything that has been 
experienced during the last two years. 
Then, no money could be obtained at 





of Iowa. 


all, while today the banks are full of 





Peterson Reveals Ways and Means 
of Overcoming Difficulties Faced 
in Selling Insurance Nowadays 























ulation on a business promotion, a | 
friendly call after the arrival of a new | 
member of the family, or a word of | 
felicitation on the occasion of your 
policyholder’s marriage will cost but 
little in time or money and will pay you 
handsomely in future business. 


Semi-Annual Service 
Calls Are Invaluable 


“Semi-annual service calls are invalu- 
able in retaining a loyal clientele. Make 
a special effort to demonstrate your in- 
terest in the progress of your younger 
policyholders. This phase of the under- 
writer's work, always a profitable one, 
will repay you richly when you are ‘deal- 
ing in futures.’ 

“Most of your working hours are 
spent in convincing people of the ne- 
cessity of providing for their future hap- 
piness and that of their loved ones. Your 
sales presentation is based largely on 
this appeal. You should realize, there- 
fore, the importance of doing everything 
possible to ‘discount the future.’ While 
you can not guarantee your future in- 
come by the cultivation of your younger 





policyholders, you can build up a clien- 
tele which, kept loyal by courtesy and 
service, will be a most fruitful list of 
prospects in the years to come.” 


money and have reduced the interest 
paid on deposits. 

Some agents think that they do not 
have very good territory and that if or 
had better territory they would be all 
right. If an agent cannot make sales in 
North Dakota he could not make them 
in New York, Chicago, or Minneapolis. 
Perhaps the individual sale is a little bit 
larger there but the fact remains that 
if he cannot make sales in Fargo he 
could not make them elsewhere. 


Competition Lessened Because 
of Fewer Life Agents 


He quoted an agent in Boston who 
had had a bigger business this year than 
last who said that business was good 
because he had a bigger territory. “What 
do you mean by a bigger territory?” he 
was asked. “I did not know that your 
territory had been changed.” “I mean 
that so many life insurance agents have 
quit working that I have almost no 
competition and am able to do more 
business than ever.” 

There are thousands of people today 
who have money in old socks, under the 
mattress, or in a safety deposit box. It 
is rumored that this money runs over a 
billion. Why is this? These people are 
afraid to put their money into any of 
the investment avenues in which they 
have previously been acquainted. When 
they fully realize what a good invest- 
ment life insurance is, not only from a 
safety standpoint but from the - matter 
of a fair return, it will be to them as a 
beacon light. They are now bewildered 
and they need something to lead them 
forth from their bewilderment. A big 
contribution towards the return of pros- 
perity will be made by those who per- 
suade these people to take this money 
out of hiding and put it to work. This 





is a challenge to lifé-insuranée men. .* 








Carl A. Peterson Talks to 


Fargo Life Underwriters 











CARL A. PETERSON 


Carl A. Peterson, supervisor of agen- 
cies Northwestern National Life, spoke 
before the Fargo, N. D., Life Under- 
writers Association, giving some 
thoughts on meeting conditions today in 
the life insurance field. 








Caperton Talks on Selling 
Life Insurance in October 





oe C. Caperton, manager of the 
Phoenix Mtuual in Detroit, spoke before 
the Cleveland Life Underwriters Asso- 
ciation Friday, taking as his topic, “Sell- 
ing Life Insurance in October.” He 
dwelt very largely on the way the eco- 
nomic situation has hit people. Many 
have lost their holdings. They pinned 
their faith to certain institutions, bought 
stock and many have had to sacrifice 
everything to meet their obligations. 
Some of the men who have been badly 
hit, he said, are well along in years. 
Some have saved their homes and some 
have saved something on their life in- 
surance. 

Mr. Caperton said that he had clients 
that told him that all they had left was 
their life insurance. Some men thought 
that real estate was an excellent buy. 
The return on real estate today in many 
cases is less than 2 percent. Real estate 
bonds in a large measure have defaulted. 
Stocks have gone down 50. percent or 
more. Frozen assets are everywhere. 
Banks have closed. 

In spite of all this dark picture Mr. 
Caperton said no one has had the least 
suspicion of the solvency of life insur- 
ance. Life insurance salesmen, he said, 
have the background that they never 
had before. Life insurance is liquid aad 
pays its face value. He believes there 
is: great opportunity to present life ip- 
surance today from the standpoint of 
safety. The life insurance “peddler” has 
passed out of the picture. Specific plans 
have to be presented to people that will 
fit their particular situation. 

Mr. pérton summed his advic 
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Modern Business-Getting Methods 
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down to a slogan, “Capitalize Your Re- 
sistance.” In other words, he recom- 
mended that agents make capital out of 
the hazards they meet. Regardless of 
the chaotic conditions and personal 
losses people know that almost everyone 
is in the same boat. They are facing 
similar situations. 


Always Sympathizes 

With His Prospect 

Mr. Caperton said that he always sym- 
pathizes very deeply with people to 
whom he is talking about insurance. He 
tells his clients that regardless of the 
distressing situation they have their 
families. Ambition and courage are still 
left. These people can hitch their craft 
to the life insurance anchor and feel 
safe. It offers a way out. A program 
can be devised to enable a man to 
liquidate his indebtedness through life 
insurance. In this day Mr. Caperton 
said life insurance stands out undaunted 
and unshaken. 


Say Own, Not Carry 


At the American Life Convention meet- 
ing, Albert G. Borden, vice-president 
Equitable Life of New York, decried 
the use of the word Carry. “‘How 


much life insurance do you carry?’ 
Think of it! Carry! Could any word 
be worse! It invariably conveys the 


picture of an old man tottering down the 
hill of life with a heavy load on his 
back. Carry! Never! The right word 
is own—OWN. “‘How much life in- 
surance do you own?’” The very word 
is inspiring—it suggests ownership— 
assets—something we al! like to boast 
of—and goes a long way in picturing the 
real property side of life insurance. 








How a Millionaire Answers 
“I Can Save My Own Money’”’ 





“Granted. There are only three things 
that will prevent your accumulating the 
dollars that you want to save for your 
family and your own non-productive 
years and there is no way that you can 
as surely and inexpensively guard 
against the three possibilities that each 
of us have to face,” says Manning P. 
Brown, Philadelphia, Equitable Life of 
New York million dollar producer. 

“The first is the thing that interests 
you—your own old age and if you can 
carefully and unfailingly save every year 
the same number of dollars that you will 
pay on this contract of insurance and if 
you can invest and reinvest these sav- 
ings without losses you can, undoubt- 
edly, build up a sum of cash which will 
be greater than this policy will return 
to you when you are 65 years of age. 

“The second contingency that we 
must face is premature death, and of 
course, this is the only savings plan 
that guarantees to your family not only 
the dollars that you have saved but also 





the dollars that you hoped to save. 

“The third thing that all of us must 
think a little of is the possibility of pre- 
mature disability and I feel that the 
absolute guarantee of protection against 
all three contingencies is well worth the 
sacrifice, at the end of many years, of a 
few dollars. 

“Personally I have tried a great many 





plans of savings and my experience has 


been very much like that of Dr. —— (a 
prominent Philadelphia surgeon). Very 
recently he ‘phoned me and when I went 
to see him he said he wanted to borrow 
some money on his insurance to protect 
an investment that he had made. Now 
he is a man who is constantly in touch 
with pretty good financial advice, but it 
did not go the way that he and his 
friends anticipated it would. 

“Here’s a clipping that appeared in 
the Philadelphia ‘Inquirer’ very recently 
regarding the property of the late Clark 
J. Wood, who for many years conducted 
a dime saving fund and the business of 
six building and loan associations—his 
property is ordered sold for claims of 
his creditors. Certainly, he had a chance 
to save his own money, but it is also 
equally certain that something slipped. 

“We will both agree that you are en- 
tirely right in your statement that you 
can save your own money, and you and 
I both know that you cannot make a 
mistake, and my company knows that 
it cannot make a mistake when it issues 
a policy of insurance, but every once in 
a while we write a policy on a man and 
then within a very few days something 
happens and he dies and we pay the 
claim, and every once in a while we 
make an investment which through some 
strange mischance of faith goes bad, but 
we have a surplus to take care of these 
investments and the amount of money 





that we have to invest is so great that 
we can get diversification which is im. 
possible for the individual. 

“If for the next 20 years you were to 
buy a $1,000 bond in 20 different com. 
panies you would certainly have diver. 
sification because you have a $1,000 bong 
in each of 20 places. If for the next 99 
years you invest $1,000 a year in my 
company you will have $20,000 in 20,009 
different places. 

“If you have picked your own invest. 
ments and any one of them goes bad 
one-fifth of your estate is gone. The 
guarantee of my company is that no 
matter what financial conditions may be 
when the time comes that the number 
of dollars guaranteed in this contract js 
due they will be paid without delay, 

“If by this time he is not ready to 
‘sign up,’ there are 100 more examples,” 


Chicago Actuarial Club 
Discusses Conservation 





The Chicago Actuarial Club held its 
first fall meeting at the City Club of 
Chicago last Tuesday evening. Discus- 
sions on rewriting or converting policies 
to reduce policy loans and to restore 
extended insurance to a premium paying 
basis and the advantages and limitations 
of company practice were given by 
Henry Bauer, Ervin G. Goodman, 
Northern States Life, and H. G. Pinger, 
Illinois Life. 

Reports from the fall meeting of the 
Actuarial Society of America were given 
by Ralph Booth, Travelers; Wilbur 
Johnson, Central Life, and W. O. Mor- 
ris, North American. Mr. Morris told 
of methods of reinstatement of policies 
reported before the Actuarial Society, 
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SOMETHING NEW ruar JS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 
regardless of kind of policy purchased 


A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 


Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 


Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 
Many other forms of Policies equally attractive. 


Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 


COMPANY. 
A Mutual Legal Reserve Life Insurance Company 





Chicago 








—is a producer 


—is, of course, ing 
honest 


—has three years of 
experience 


tunity 


are extremely low 


Has over $135,000,000 in force. 


FEITABLE. 
WE WANT you 
AN 


UNUSUAL 
MAN 





An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 


—needs no financ- —can organize 
—is seeking oppor- 
—will WORK 


BUT 
WHO will accept Home Office help in the appointment of new 
Agents under him for whom he will not be responsible financiall 
and yet on whom he will receive overwriting Commissions as high 
as $4 per thousand and long time Renewals. 


THE COMPANY—is rated "A" by Best. Its rates for Insurance 


Age 35 Ordinary Life Net Cost 

irst year per thousand $17.85) 
It writes all latest forms—Participating only—including an im- 
proved Family Income form; also Juvenile 


TERRITORY—The Company desires especially to develop Indiana, 
Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the man selected 
to build a real agency in which the Renewals are NON-FOR- 


UNLESS you have no present connection, or 
have a real reason for leavin 
present connection and are not at fault your- 
self, we are not interested. Write fully about 
yourself. We will not communicate with 
references until after interview. 
The National Underwriter. 


—needs no drawing 
account or salary 


—needs no office 
expense 


your 
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Leading Producers 


of Accident and Health Insurance 


Proved Premium Producers —A Selection of Business Ideas, Plans 
and Methods from the Salesmanship Section of the Accident and 
| Health Bulletins — Made Generally Available for the First Time. 


Contents 


Section 1. Getting Unper Way—Eighty specific sug- 
gestions for opening remarks. Tells just how 
many successful producers start the sale with all classes of 
prospects; special plans for teachers, doctors, managers and 
executives, store proprietors, young men without dependents, 
automobile owners, house-to-house canvassing, ete. 


oe 


Merretinc Ossections—Ejighty answers to ob- 
jections used by leading accident and health 
salesmen, presented under these fifteen divisions: Not Inter- 
ested; Can't Afford It; My Salary Goes On When I Am Dis- 
abled; I Have All the Insurance I Want; I Have Independent 
Sources of Income; I Am in a Non-Hazardous Occupation; 


Section 2. 


ers, teachers, business executives, salesmen, dentists, artists, 
advertising men, bank employees, purchasing agents, bankers ; 
letters for the pre-vacation season; letters with special refer- 
ence to the automobile hazard. As every agent knows, such 
letters are not for closing business but to be sent out prelim- 
inary to calls. ‘These are letters selected because they have 
been winners. 


cr 


Nine Saves TaLKs—Specific suggestions on 
explaining the elimination period. Definite 
directions on sales presentations which get the business. 


Section 4. 
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I Have No One Dependent On Me; I 
Am Using Other Methods; I Do Not Be- 
lieve in Insurance; My Wife Objects; I 
Have Never Been Sick or Hurt; I Will 
Take It Up With You a Little Later; I 
Am Considering Another Policy ; I Have 
a Friend in the Business; Miscellaneous. 
They are answers actually used by men 
who sell. 


wr 


Firry-Eigot SALES 
LETTERS, TESTED AND 
Proven in Usr.—Sales letters for general 
use; for special classes of prospects such 
as doctors, lawyers, traveling men, farm- 


Section 3. 





One Hundred Fifty Pages of 
“Proved Premium Producers” 


This material is carefully and neatly mimeo- 
graphed on one side of the sheet only, and bound 
in a handsome, high grade special paper cover 
with embossed title. The material would make 
about 850 pages in a printed book. 

Accident and Health men have recognized for 
years that the Salesmanship Section of the Acci- 
dent and Health Bulletins has contained the 
most valuable mine-of selling information obtain- 
able in the accident and health insurance field. 
Out of the fourteen hundred pages in the Sales- 
manship Section of the Bulletins, these 150 pages 
are selected to make some of the best of these 
fourteen hundred pages available for all acci- 
dent and health agents. Subscribers to the Sales- 
manship Section of the A. & H. Bulletins have 
paid $10.00 for this same material when it was 
received in their monthly issues. It is now 
offered to you for $3.00. A limited edition has 
been prepared. Get in your order early. 











Price $3.00 


ORDER FORM 


Tue Disasitiry CLAUSE 
or Lire Conrracts—An 
eighteen page discussion on the relation 
between the disability clause of life con- 
tracts and regular commercial accident 
and health insurance. Beginning in July 
1 of this year, life companies have been 
using the standard life disability clause 
required by the Insurance Commissioners’ 
Convention. These pages explain clearly 
what the life disability clause covers and 
what it does not cover and wherein it dif- 
fers from regular commercial accident and 
health insurance. Easily the most com- 
plete and illuminating discussion on this 
subject available. 


Section 5. 


ee I i i ee ee ee 


THE NATIONAL UNDERWRITER COMPANY, 


420 East Fourth St., Cincinnati, Ohio. 


Send to my address the item indicated. 


Copies PROVED PREMIUM PRODUCERS 3.00 


. Delivery charges to be added. 


NAME 


COMPANY 


STREET 


CITY 













































é 
B®, U MY BOY, WHATEVER | 


INTERESTED You Bo DON'T 
? GROW OLD POOR 


—, _ 























W}/ i : 
HH | ge 


| ul ll 








-_ | 
Sail 


A, MONTHLY INCOME POLICY WILL PROTECT AGAINST GROWING OLD PooR 





WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 









































